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Here’s the answer to simple, efficient, economical year ‘round air conditioning— 


THE 
REMOTAIRE 


by American-Standard 


a remote type unit 
for 
multi-room installations 


@ The Remotaire is an individual-room, re- 
mote type unit which provides all-weather 
comfort conditioning for central plant multi- 
room installations such as hotels, motels, 
apartments, hospitals, residences and office 
buildings. It heats in winter, cools and de- 
humidifies in summer ... filters and circulates 
the air in all seasons. 


As part of a Remotaire system, the indi- 
vidually-controlled Remotaire unit allows 
each occupant to choose the room tempera- 
ture that suits him best without affecting ad- 
joining rooms. 


The Remotaire uses chilled water from a 
central water chiller for cooling and hot 
water from a central heating plant for heat- 
ing. It is provided with an arrangement for 
introducing ventilation air through a wall 
aperture behind each unit, thus eliminating 
use of expensive, space-consuming ductwork. 
However, if desired, ventilation air may be 
supplied by several other methods. 


Its adaptability to a variety of ventilation 
systems makes the Remotaire ideal for mod- 
ernization as well as new construction. For 
further details, write for our free Remotaire 
Brochure, Form 298. 


American Radiator & Standard Sanitary Corp. 
Dept. NR-53, Pittsburgh 30, Pa. 


American-Stardard 
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The Heart of (iunnison tlomes Equipped With... 
ca 


Clocttic Appliancos 


Too great names team together to provide 


















luxury living in low-cost homes Gunn 
son and Hotpoint. Better living begins in 
the heart of Gunnison Homes in the 
kitchen and home laundry where 
Hotpoint Electric Appliances make home 
making a joy instead of a job 

Here is an excellent example of how fead- 
rig builders are making their homes more 
marketable. Hotpoint Appliances in homes 
strengthen the builder's reputation, enhance 
his prestige, and broaden his market. The 
home building industry and Hotpoint are 
mutually profiang through this partnership 
aimed at better values for home owners 
Become one otf the builders 
who stand out above and be 
yond the rest because your 
homes offer more with 
complete Hotpoint All-Eleceric 


Kitchens and Home Laundries 


Typical Hotpoint Kitchen and Automatic 
Home Laundry available in Gunnison 
Homes, 


The Cotaline. Kamh/ing in exterior appearance, 
the Catalina’ also provides (pactous interiors, U's 
the home with the look of tomorrou 





The Talisman. Based on de- 
tans by the nationally famous 
residential architect, Henry Hill 
of San Francisco. 


The Coronado. Wel! -planned room:, large 
puture window, wide roof overhang and 


weeping horizontal lines... features that are The Champion. Available in three sizes 

capturing the fancy of home buyers. the Champion’ comes in two and three 
bedroom model: with well-planned kitch 
ens and adequate /iwing area. 


.. Pacewuaken of Pogues! 


RANGES © REFRIGERATORS * DISHWASHERS © DISPOSALLS® * WATER HEATERS 
FOOD FREEZERS * AUTOMATIC WASHERS © CLOTHES DRYERS * ROTARY IRONERS * CABINETS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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Here’s the answer to simple, efficient, economical year ‘round air conditioning— 


THE 
REMOTAIRE 


by American-Standard 


a remote type unit 
for 
multi-room installations 


» Winter 


@ The Remotaire is an individual-room, re- 
mote type unit which provides all-weather 
comfort conditioning for central plant multi- 
room installations such as hotels, motels, 
apartments, hospitals, residences and office 
buildings. It heats in winter, cools and de- 
humidifies in summer ... filters and circulates 
the air in all seasons. 


As part of a Remotaire system, the indi- 
vidually-controlled Remotaire unit allows 
each occupant to choose the room tempera- 
ture that suits him best without affecting ad- 
joining rooms. 


The Remotaire uses chilled water from a 
central water chiller for cooling and hot 
water from a central heating plant for heat- 
ing. It is provided with an arrangement for 
introducing ventilation air through a wall 
aperture behind each unit, thus eliminating 
use of expensive, space-consuming ductwork. 
However, if desired, ventilation air may be 
supplied by several other methods. 


Its adaptability to a variety of ventilation 
systems makes the Remotaire ideal for mod- 
ernization as well as new construction. For 
further details, write for our free Remotaire 
Brochure, Form 298. 


American Radiator & Standard Sanitary Corp. 
Dept. NR-53, Pittsburgh 30, Pa. 


American-Stardard 


HEATING-COOLING 
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DESIGNED FOR LOCATION UNDE? WINDOWS, the Remotaire can be free 
standing or recessed into wall 4 inches. It is enclosed in an attractive 
cabinet of sturdy, reinforced steel—plus a reinforced air grille—which 
adds to permanence and long lasting beauty of unit. Installation pictured 
above is part of a Remotaire Well Water System used at the Concord 
Hotel, Kiamesha Lake, N. Y. The modernization installation below—the 
C. F. Church Co., Holyoke, Mass.—ts part of a Remozaire Wall Aperture 
System 
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luxury living in low-cost homes Gunn 
son and Hotpoint. Better living begins in 
the heart of Gunnison Homes in the 
kitchen and home laundry where 
Hotpoint Electric Appliances make home 
making a yoy instead of a job 

Here is an excellent example of how fead- 
ing builders are making their homes more 
marketable. Hotpoint Appliances in homes 
strengthen the builder's reputation, enhance 
his prestige, and broaden his market. The 
home building industry and Hotpoint are 
mutually prohiang through this partnership 
aimed at better values for home owners 
Become one ot the builders 
who stand out above and be 
yond the rest because your 
homes offer more with 
complete Hotpoint All-Eleceric 


Kitchens and Home Laundries 


Typical Hotpoint Kitchen and Automatic 
Home Laundry available in Gunnison 
Homes, 


The Cetaline. Kamh/ing in exterior appearance, 
the Catalina’ also provides spacious intersors, Ut’; 
the home with the look of tomorrou 


The Talismen. Based on de- 
signs by the nationally famous 
residential architect, Henry Hill 
of San Francisco. 


The Coronado. W'e// planned room:, large 
puture uindow, wide roof overhang and 
weeping horizontal lines . . pave that are 
capturing the fancy of home 


—— 
The Champion. Available in three sizes, 

myers. the “Champion” comes in two and three 

bedroom models with well-planned hitch 

ens and adequate living area. 


.»» Pacemaker of Feogness! 


RANGES © REFRIGERATORS * DISHWASHERS © DISPOSALLS® © WATER HEATERS 
FOOD FREEZERS * AUTOMATIC WASHERS © CLOTHES DRYERS * ROTARY IRONERS * CABINETS * DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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@ Feature for feature, dollar tor dollar, 
you get more home for the money with a 
BEST Home. Compare —as your customers will — 
BEST Home construction, cost and looks with 
other factory- built homes. You'll find quality 
features you'd expect to see only in homes 
costing thousands of dollars more. They'll sell 
you and your customers. BEST Homes’ faster 


, WITH OR WITHOUT ATTACHED GARA 
erection bring more profit, too. Homes can be aesenes 
WITH OR WITHOUT BASEMENT 

HIP OR GABLED ROOF 

Write, wire or phone today for full information STAINED SHINGLES, BRICK, REDWOOD OR 
STRIATED PLYWOOD EXTERIOR DETAILS 


put under roof on prepared sites in first day! 
on a BEST Homes Dealership. 


W.G.BEST FACTORY-BUILT HOMES, INC. 093 %s'StRvincwaw iu PHONE 132) 
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As fundamental as 


hidden pipes... 


In the home-buyer’s scheme of things, the place for pipes 


is in the walls where they're out of sight. 
That’s the accepted place for telephone wires, too. 


You can make concealed telephone wiring and preplanned telephone 





outlets standard features in the homes you build. 


A simple conduit system, built into walls during their 
A well-built house } c d ' 
aT ere construction, is all that is required. 
when it includes 


ccealiiaet Mi Your Bell Telephone Company will be glad to help you lay out 


telephone wires economical raceway installations. Just call your nearest Business Office. 
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Fannie May Moratorium 


The national housing picture is in a state of flux 
The top real estate and housing questions facing 
the industry are about to be or are being decided, On 
the one hand, pressures are being brought to bear to 
increase VA and FHA interest rates, and it seems 
quite likely at this writing that will be granted. On 
the other hand the Federal National Mortgage Asso 
ciation has been temporarily stopped from making 
over-the-counter purchases of VA and FHA-backed 
mortgages. Fannie May now owns about $2.3 billion 
worth of home loans and if it buys any more at the 
current interest rates it will have a hard time selling 
them in the face of the new rates. In facet. authorities 
say Fannie May sales would be stopped cold. 

If the rate increases are granted, Fannie May could 
sell its loans ata loss, which could amount to as much 
as two cents per dollar 

This could cost the treasury as much as $20 million 


Vay, 1953 
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over a period of several years. As another alternative. 
Fannie May could hold its loans until maturity. but 
this would tie up its operations completely 


Industry Needs Rate Increase 


In spite of the impending problems with Fannie 
May, the real estate and building industry needs a 
more realistic interest rate for VA- and FHA-guar 
anteed loans to keep up a high volume of new home 
construction, A recent government action brings this 
problem to a focus .. . the Treasury’s recent decision 
to sell $1 billion of 30-year government bonds at a 
314° interest rate. the highest rate since 1933. Real 
tor Brown L.. Whatley, mortgage bankers’ president. 
says the new rate for government bonds has changed 
the mortgage market into a “desperate situation,” 
and that the federal government can delay no longer 
in boosting the VA and FHA rates. Emanuel M. Spie 


Please turn to page 11) 
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In the CAPITAL and CONNECTICUT 
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A “Even in low to medium-priced homes,” say builders Brisker and Campitelli of Washing- 
ton, D. C., “Electric Ranges never fail as a sales booster. People at first thought this de luxe 
equipment wasn’t possible in the low-cost field—but we're still including electric kitchens 
because it pays!” 


Vv “I find that a home buyer tells a prospect about my houses,” says builder Joe Yost of Fair- 
field, Conn., “and the next thing I know that prospect becomes another customer. One impor- 
tant thing that gets people talking is the Electric Range in the kitchen—because that's the kind 
of range so many people prefer nowadays.” 


More builders 
every day 


are installing ELECTRIC 
RANGES 


ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 
ADMIRAL . BENDIX . COOLERATOR + CROSLEY 7 DEEPFREEZE 


FRIGIDAIRE . GENERAL ELECTRIC > GISSON ° HOTPOINT 
KELVINATOR + MONARCH + NORGE «+ PHILCO «+ WESTINGHOUSE 
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there's a “family” i 


have 
Electric 


Ranges! 


Locations differ, houses vary—but 
home buyers seem to agree on one 
wanted feature—the Electric Range 
in the kitchen! They've learned that 
cooking with an Electric Range is 
both economical and easy, and as- 
sures a clean, cool kitchen, Are you 
taking advantage of this preference 
in the homes you build? No matter 
what their location or price bracket, 
the modern Electric Range can help 


you sell more houses, faster! 


Most people don’t expect to find a kitchen 
like this in a moderately priced home. 
But while these homes by Brisker and 
Campitelli may vary in other features, a// 
include the 4-appliance electric kitchen. 
And the range ? Of course, #t’s ELECTRIC! 





FOR TODAY’S BEST 


BUILDING OPPORTUNITY 


LIGN-poinl 
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LOWER OVER-ALL CONSTRUCTION COSTS 


Figures show that building the Gunnison way can cut your 
over-all construction costs as much as 20°. This terrific 
economy and its resulting competitive edge come from a sav- 
ing in on-the-site time and labor through factory prefabrica- 
tion. 


HELPFUL INTERIM FINANCING 


This liberal arrangement allows you to finance not only the 
cost to you of the Gunnison Home. but an additional 25% of 
the package cost as well—all on a 90-day note. Fast erection 
the Gunnison way enables you to have the home ready for 
occupancy long before the note matures. Thus you have less 
money tied up for a shorter period. 


COMPETENT TECHNICAL AND 
SALES ASSISTANCE 


Gunnison Homes has established seven district offices at stra- 
tegic locations. Each is manned by specialists ready to give 
you every assistance with your problems of home erection 
and home sales. Offices are located in Atlanta, Ga.; Chicago, 
Ill.: Columbus, Ohio: Dallas, Tex.; Louisville, Ky.; Newark, 
N. J.. and Omaha, Nebraska. 


NATIONAL NAME RECOGNITION 


An extensive advertising program in national magazines is 
telling home buyers of the values they'll find in Gunnison 
Homes and is establishing the Gunnison name as a standard 
of quality. And Gunnison Homes’ relationship with United 
States Steel Corporation is an added sales feature. 
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| FOLLOW GUNNISONS HOMES’ 
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ADVISORY FINANCIAL SERVICE 


To assist you in your development work. Gunnison Homes’ 
staff includes financial specialists who will assist you in deal- 
ing with your lending institutions. You'll find their services 
helpful in making arrangements to finance specific develop- 
ment projects. 


ELIMINATION OF ARCHITECTURAL AND 
MATERIAL PROBLEMS 


When you build the Gunnison way. you offer your customers 
the finest. most modern architectural design from the boards 
of men like the nationally-known residential architect. Henry 
Hill, while eliminating a retainer fee of your own. And tem- 
porary material shortages cause no holdups, because every- 
thing you need is included in the Gunnison package. 


HOME PLANNING SERVICE 
All the decorating help you need is available from Gunnison’s 


Home Planning Service. Paints, colors and fabrics are sug- 
gested in modern taste for these truly modern homes. And 
complete furnishings packages are available to you at ex- 
tremely low cost for use in your demonstration homes. 


GREATEST 1953 LINE IN THE 
BUILDING INDUSTRY 


It’s a line so extensive that you can build a project of 50 

homes or even more without a single duplication. This great 

Gunnison line is based on four different models — the new 

“Talisman” and better-than-ever “Champion,” “Coronado” 

and “Catalina’”—each with several sizes and a choice of ex- 
' terior treatments. 72 elevations in all. 


if you'd like to follow this “eight-point path to profits™ 


. write to us on your business letterhead. We'll send you complete information on this successful en- 
terprise that offers today’s greatest home values in the $6,500 to $12,000 price range. 


© (unnison Homes — 


Manufactured by Gunnison Homes, Inc., New Albany, Indiana 
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MENGEL // hoy. My 
SLUSH DOORS 


MAKE CUSTOMERS 
OF PROSPECTS-— 





YET COST LESS THAN MANY DOMESTIC WOODS! 


Mahogany! —the very word suggests the ultimate in 
8 y 88 


luxury, beauty, good taste, desirability. 


Now The Mengel Company offers you the magic 
of Mahogany — doors of genuine African Mahogany — 
Door Department 


at less cost than for comparable doors faced THE MENGEL COMPANY 


with most domestic woods! Get all the facts today! Louisville 1, Kentucky 
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The Journal Reports 
(Continued from page 6) 


gel, NAHB president, says the high pace of home 
construction set at the start of the year will deterion 

ate rapidly unless rates are boosted soon. Most reliable 
sources forecast a 1% of 1% increase, minimum in 
view of the return on government bonds. 


Rent Control — A Case of Indecision 


At this writing, the House had just voted 187 to 66 
to extend federal rent controls from the present April 
30) expiration date to July 31. On that date all federal 
rent controls would die at midnight except in those 
areas that come under the new tighter definition of 
what constitutes a critical area. It’s estimated there 
would be about 600.000 units in these areas. 

While the House voted on rent control, the Senate 
was filibustering on tidelands oil and had not yet 
acted on the rent control question. The proposal before 
the Senate would: 1) extend federal rent control 
until September 30, 1953; 2) extend controls in the 
areas coming under the new definition of “critical” 
until April 30, 1954; 3) authorize controlled rents to 
be increased to 130% of the 1947 base. (This is a 
maximum of 8.3% above present ceilings. ) 


Hollyday Appointed New FHA Chief 

Jaltimore Realtor Guy T. O. Hollyday has been 
confirmed as the new administrator of the Federal 
Housing Administration. Hollyday won the unani 
mous recommendation of the banking committee. An 
industry leader, Hollyday was a prime mover and 
key supporter of the famous “Baltimore Plan.” 


About the Authors 


(7 RITE your ads on the property!” This is but one small 
gem of advice given by Jim Garth in “Are We Penny-Wise 
in Our Advertising.” An expert on real estate advertising prob 
lems, Jim Garth has served as publicity chairman for the 
California Real Estate Association for the last eight years and 
of the originators of the CREA Educational Con 
ferences. When he finds time, he relaxes with his hobby of 
piano and song leading. He proudly claims that he has been 
. since 1906. 


was one 


in real estate as long as CREA 


\ 


THEN Tom McCaffrey, Jr., isn’t involved in the 
plexities of an industrial real estate transaction he can 
likely be found in his Pennsylvania | 
mountain retreat with his three 
and their Brittany Spaniel. Besides hunt 
ing and fishing, the 1952 president of 
the Society of Industrial Realtors likes 
to sing. He wrote and recorded a song 
“Eisenhower, You're the Man For Me.” 
and gave the record to Eisenhower. A 
of Pittsburgh, McCaffrey has 
president of the Thomas McCaf 
ferey Company since 1928. A 1923 grad 
of Holy Cross, McCaffrey 
advice in “Are We Planning For 
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LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


| 





Why not lease or sell your hotel to the 
world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 





For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


| WRITE or CALL COLLECT, H. J. DALDIN, 

| REAL ESTATE DEPARTMENT, 3500 BOOK 

| TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 














\V ILLIAM L. C. Wheaton, chairman of 

the Regional Planning Department. 
Harvard University, is an authority on 
local government and regional planning 
Since graduating from Princeton in 1934, 
he been able administrator 


6 


has 


an mn 
both local and national government 
Bill” Wheaton is a member of the 
American Institute of Planners and 


spends considerable time advising other 
planning groups. He has authored many 
articles on his favorite subject. His latest. 
Is Economic Disaster Ahead for Our 
Cities?” appears in this issue 
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LOY 


OFFER CONSTANT IMPROVEMENT IN A CONVENTIONAL 


HOME FACTORY ASSEMBLED 


Always New Design, Always new 
features Pollman Homes are new 
for today New For Tomorrow 


MANUFACTURING CORP. 


TOLEDO, OHIO 
JACKSON, MISS 


2857 Wayne Street 
418) €. Peer! Street 


11 





1. Plywood subfloors 


Fir PLYWooD subflooring can be applied in less than 
half the time sequired for lumber. Big panels cove: 
large areas quickiv .. fil standard joisi spacing with- 
ut wasteful cutting and fitting. 

Plywood subfloors are solid. Won't, cup, squeak, 
swell or shrink . . . protect against drafts an air infil- 
iration. Rigid plaie-like action gives added protectior 
against windstorms or earihquakes 


Specify PlyScord for Subfioors 

eine 
*PlyScord is the economical unsanded construction —— 
grade of Interior-type fir plywood. Glue is highly 


water-resistant (but not waterproof) and will 
sehen’ a H | 


occ wetting on the job. 





sure ways fo better, 


2. Plywood underlay 


Tice, linoleum or wall-to-wall carpeting lays flat, stays 
flat over smooth, flat fir plywood. Large, smooth 
panels do away with “humps” and ridges which mar 
beauty, offer points of wear. 

Fir plywood underlay cuts costs, too. Saves time 
and labor. No felt needed; coverings can be placed 
directly on the plywood. No pre-drilling or special 
fastenings needed with plywood underlayment. 





Specify PlyPanel for Underlay 


mercnoe Fe PL rwoee 
“PlyPanel is the versatile “one-side’ grade of 

Interior-type fir plywood. For underlayment, for PLY, ANEL 
paneling, cabinet work and other indoor jobs 


. @ a orPa msriciie 
where only one smooth side is required. 











Plywood combined 


Here's a real cost-cutter. Use a single thickness of fir 
plywood for both subfloor and underlay. Because ply- 
wood gives great structural strength plus smooth, fra 
surface, you save two ways: you save on materials 
you save on labor. 


‘ombined subfloor-underlay of fir plywood gives 
Always look for these regis- Combined subfloc ra Pt) or 


tered industry trademarks— entirely adequate construction for any finish floor 
your guide, guard and assur- including tile, linoleum or carpeting. 
ance of DFPA quality-tested fir 

plywood. For detailed specifi- Specify PlyPanei for Subfloor-Underlay 
cation data write (USA only) 


mele eoe Fe Pi rwoes 
saiie9e 10 riveeee *PlyPanel is the versatile “one-side" grade of 
Douglas Fir Plywood Associ- Interior-type fir plywood. Use it for combined PLY ANEL 
Pl EL ation, Tacoma 2, Washington subfloor-underlay, for paneling, cabinet work, 
“wok manic for 1953 Basic Catalog. and other indoor uses where only one smooth 
side is required. 


orrarmspictig st 
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go down fast, cut labor costs in half 








FINISH FLOOR 


5" (w %") PLYSCORD 


APPLICATION: Apply with foce grain across joists. Usual installation 
is over joists 16” o.c., but spacing up to 24” o.c. satisfactory with 
25/32” strip flooring. Use 8d com. nails for 5/8” plywood, 6d for 
1/2"; nail 6” oc. at panel edges, 10” o.c. on other bearings. 


elie he 





faster floor construction 





makes floor coverings look better, last longer 


>, 











TILE, CARPET 
OR LINOLEUM 


(mOTE CARPETING 
MOT FHA ACCEPTED) 





FELT MAY BE 
OMITTED WHEN 
4 USING PLYWOOD 


APPLICATION: Preferable to place panels with face grain running 
across joists, breaking joints over joists. Nail approximately 6” o.c. 
on panel edges, 8-10” o.c. elsewhere. Ringed nails hold better. 





really big savings 


“A CARPET, TILE 
OR LINOLEUM 


Ye" (or'h*) PLYPANEL 4 SSSA 





APPLICATION: Apply panels and nail as for subflooring above. 
Note blocking along panel edges at right angles to joists. 
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You can be 


of every 
National Home 


you build | 





NATIONAL HOMES are pace-setters in style and beauty 





“at home” in the smartest surroundings. They will give long 
lasting satisfaction because only the finest quality ‘brand-name’’ 
materials are used throughout. They are outstanding in 

value, due to our vast buying power and “‘one-package’’ 
method of distribution. For all these reasons, Nationals are 

the fastest selling, most popular homes on the market. 


Investigate their profit possibilities for you. Write or wire now! 


Builds More the National Way 


George Vadnais Associates, Inc. 
Springfield 7, Mass. 


In the past 2 years we have erected 

ae many hundred Nationals. Your ad- 

Seti. : vanced architecture, broad advertis- 

i) 7 i ‘ ing coverage, quality ‘name brand 

PARENTS - ; materials, and other great advan- 
o, masatine - 7 

& ' tages have removed time-consuming 

tasks from my organization so we 


on F ; ; can concentrate on building and selling. The e: 
* r 
Guaranteed by : product is more homes built, more happy hor 
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e 
. EALTORS and builders are waging a campaign to clear 
e slums to rid our cities and towns of the eye-sores of sub 
. standard housing. This is a commendable campaign one that 
e will lift. both directly and indirectly. the social and economi 
e standards of our communities. But are we giving as much atten 
e tion to the prevention of slums as the curing of them? 
| ° Last week we had an opportunity to revisit a five-year-old 
° housing development in a certain Midwestern city, Our first visit 
had been when it was nearing completion. There were several 
1? pd hundred houses. all well constructed of quality materials. But the 
; ° project was cold. The houses were laid out row upon row, like a 
° single column of soldiers marching up a street. There was no varia 
; ° tion in setback, the lots were the same dimension. even the houses 
| e were the same except for a slight change in the roof line or the 
e transposition of a window here with a door there. The builders had 
e done little if anv landscaping 
' e Visiting that devdlonunent again, we were disappointed to find 
e that the owners of those homes had caught the same lack of imagi 
, | . nation as the builders. Talking with some of those owners, we 
e found little pride of ownership. but a good deal of feeling that they 
rs had been “sold down the river” by the builders and by the city 
e itself. Two industrial plants were being constructed within a few 
. blocks of the project. What had started out as an addition of medi 
e um-priced homes was deteriorating fast. And all because of poor 
janning 
r | We cannot blame the builders alone. Certainly they showed lack 
of imagination and foresight. They had given all attention to 
Ds construction and paid little heed to design and over-all develop 
. ment planning, Others should be blamed. too. The city officials 
. and their planning commission were governed by expediency. They 
4 wanted two new industrial plants in their city, so they were willing 
© to foresake a residential area to get them. There had been no plan 
° ning for industry or homes. It was just a haphazard case of put 
° this here and that there and let the devil take the hindmost 
© Compare this with our tours of Kansas City and Tulsa in the 
ad past week. Here were developments that showed foresight and 
e imagination. Realtors, builders. developers, city officials had 
e planned with the future in mind. They had recognized that a city 
a... grows and they had planned for that growth. The pride of owner 
ie in those cities was reflected mile after mile over curving. shaded 
Editorial Director streets of well-designed. well-built, well-maintained homes. Some 
RaLpu H. CLEMENTS were in the high price class. others in the medium, a good many in 
st ‘ the low price range, but each reflected that same intangible 
Editor — Soe Manager pride of ownership. 
Se Our industry has broken all production records in constructing 
Managing Editor more than seven million houses in the past seven years. The 
RoGer C. LaKEY majority of these houses have been built in projects. Many of these 
' ; developments are excellent, a credit to their communities Some 
mcg Ae nll are merely projects of shelter cubicles . units that are destined 
WARREN J. QUINLAN to become the slums of the future 
It has been said time and again that people make slums. The 
Assistant Editors reason is that they do not have the pride in the homes and neigh 
JOAN Ciark borhoods in which they live. It's up to the men who know real 
marty Camssan estate best to help give them that pride. How? By waging a fight 
er ey TN in every community to plan for the future to think far ahead 
of what locations are best for industry. for residential areas. for 
Tax Editor: E. H. Welter commercial sections. It means scrutinizing every detail of a new 


project or subdivision so that it will be an attractive addition to it 
city now and ten years from now. We must use foresight if we 
Contributing Editors : eve ; “e / it’ S > Te; , > 
— ee —? - ) - want to prevent future slums. And it’s up to u the real estate 
and building industry to supply that ounce of prevention 
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1) What ts the administration's present opinion of 
(or plans for) public housing? 

“T recently had occasion to issue a public state 
ment on this matter in which I said the follow 
ing 

Vir. Cole testified on March 23 before the In 
dependent Offices Subcommittee of the House 

Appropriations Committee on the Housing and 

Home Finance Agency budget as revised under 

the new Administration. The Subcommittee 

has authorized Mr. Cole to make public his 
statement on public low-rent housing for the 
fiscal year 1953-54. made in line with his 
announced approach to the Agency's pro 
grams. The statement follows 
‘Perhaps the largest and certainly the most 
controversial change in the revised budget is 
the reduction of the proposed new starts of 
low-rent public housing from 73.000 to 35.000 
The decision to make this change was made by 
the Executive Office of the President with my 
concurrence, Thirty-five thousand units. as 
this Committee well knows, 1s the program 
level most recently approved by the Congress 
In my opinion, the fair and consistent thing 
to do is to continue the program at that level 
until we have completed our review and are 
prepared to make further recommendations to 
the Congress.’ ” 

Kprron’s Nore: On Wednesday, April 22, the House voted 245 
to 157 to stop all public housing starts after July 1. However, 
this proposal is expected to meet resistance in the Senate and it 
is quite possible that the number of starts could be boosted up to 


$5,000 units, the figure originally recommended by the Eisen 
hower administration 


2) What are your personal views of public housing? 


“It is my view that such assistance as is need 
ed should be given low income families in order 
to assist them to obtain adequate but modest 
housing. | have certain questions as to how such 
assistance should be granted. As I testified before 
the Senate Banking and Currency Committee, at 
the hearing on my nomination as Housing and 
Home Finance Administrator, I intend to make 
a thorough study of the present public housing 
program to see whether I cannot develop recom 
mendations which in my view will better accom 
plish the objectives of the present law.” 

3) Since you are on record as being personally op 
posed to public housing. what are your feelings 
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Journal Interviews Albert M. Cole 


HHFA’s new chief was an ardent opponent of government's interference in housing when he 
served in Congress. Now, in his new role, he can’t be as outspoken. He has to side-step some of 
the questions puzzling the housing industry until he’s sure what tack the Administration wants 
to take. His answers to JOURNAL editors do, however, give an insight into government thinking 


about administering the public housing program 
as the new HHEFA chief? 

“Again. as I stated to the Senate Banking and 
Currency Committee, I believe that as Housing 


Administrator I have a clear-cut responsibility to 


administer all of the housing legislation now on 
the books, and as fairly and sincerely as I can. 
Until such time as I am prepared to recommend 
changes in the public housing law I shall do my 
best to administer the laws as now written.” 

In his state of the union message, President Eis 
enhower recommended a 9 to 12 month study 
of the nation’s health and welfare needs. How 
much of this study will deal with housing and 
how do you believe the results will affect public 
housing ? 

“A thorough study of our present housing pro 
grams will, of course. be coordinated with a basi 
study of the nation’s health and welfare needs. 
While such a study is under way, I cannot, of 
course. forecast what the results of that study 
will mean to any of our existing housing pro 
orams. 

How much of an increase in FHA and VA inter 


est rates do you think is necessary to ease the 
situation. and what are the 


mortgage money 
chances that these increases will be granted? 

“T cannot at this time say what changes in 
FHA and VA interest rates ought to be made. I 


have stated. however. that I believe a decision 


ought to be reached very quickly and that | 
would assist in every possible way in arriving at 
such a decision.” 








In view of the growing rumors that FHA and 
VA interest rates are to be boosted at any 
moment, the JOURNAL made a last minute 


call to Cole. He says that the matter is still under 
study and that nothing further can be said about 


it at this time. (See page 6.) 








6) What are the chief criticisms of FHA and how 
will that agency be revamped to eliminate those 


short-comings? 
“It seems to me inappropriate at this time, par 


ticularly in view of the very urgent appointment 
of a new Federal Housing Commissioner, for me 
to suggest any revamping of the Federal Housing 
Administration. You may be sure, however, that 


Commissioner Hollyday and I will review care 
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L. COLE, as he is known in his native state 
£&% of Kansas, has had his views on housing 
shaped from long experience. As a boy of 14 
he helped his father, a Baptist minister, build 
a four-bedroom home for their family of 
four in Topeka. Later, Cole worked his way 
through Washburn College in Topeka by 
clerking in stores, then through the Univer- 
sity of Chicago's law school by working in a 
restaurant. After marrying Emily Corbin of 
Kansas City, daughter of a real estate builder, 
Cole practiced law for 13 years representing 
the Holton (Kansas) Savings and Loan Asso- 
ciation. Then followed 20 years of country 
law practice and a career in politics which led 
to a seat in Congress in 1944. Last fall, Cole 
neglected his own campaign to work for Eisen. 
hower and was defeated in his bid for re- 
election, Cole landed the $17,500 HHFA job 


from a field of nine contenders. 











~ 


_ 


Nat 


fully all of the activities of the FHA to determine 
whether greater efficiency and effectiveness can 
not be attained. I should like to say in this con 
nection. however, that I am generally in favor 
of the FHA program, and believe that in basi: 
philosophy it represents a sound approach to 
government-industry cooperation in the housing 
field.” 

Do you believe the downpayment requirements 
and ceilings for FHA loans should be revised? 
If so. what changes do you think are necessary? 

“Yes. I do believe that certain changes along 
these lines are desirable. To what extent the 
mortgage ceilings and downpayment require 
ments should be revised is a matter which is cur 
rently under study and we hope to be able to 
make our recommendations on this matter to 
the Congress in the near future.” 

What is the current outlook for FNMA, and do 
you believe more funds will be allocated to this 
agency ? 

“At the present time the Federal National 
Mortgage Administration has discontinued the 
purchase of most FHA and VA mortgages on an 
over-the-counter basis. This action has been 
taken as a temporary but necessary precaution 
ary step pending a review of the Association's 
purchase policies in a changing market. Until 
that review is completed it would be inappropri 
ate for me to attempt to pre-judge the future pur 
chase and sales activities of the Federal National 
Mortgage Association. It is my own view at this 
writing that additional funds should not be allo 
cated to the Association, but rather, that we 
should conserve the present authorization and do 
everything possible to restore FNMA to its basic 
purpose that of providing a limited secondary 
market for FHA and VA insured and guaranteed 
loans.” 

What is the present status of Tithe IT and will it 
be extended? 

“Tithe | of the National Housing Act author 
izes the FHA modernization and repair loan pro 
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gram. At the present time this authority extends 
to July 1, 1955. The Congress, on March 10, 
1953, granted an additional 500 million dollars 
in authorization for Title | operations, an amount 
more than sufficient to carry the program 
through fiscal year ending June 30, 1954 at re 
cent rates of activity. From the time of the enact 
ment of the National Housing Act in 1934 to the 
present the Title | program has been reviewed 
at intervals by the Congress and so far has 
been extended after each such review. This 
seems to me the most appropriate way to handle 
this matter and the question of a further exten 
sion of Title I can most appropriately be decided 
on the basis of the facts as they exist when pres 
ent funds or authority expire.” 

There has been considerable talk in and out of 
the industry that IHHFA be abolished. What are 
your personal views on the necessity of keeping 
HHA? 

“The question of the best organization of the 
Government's housing activities is as much a 
subject for current restudy as are those housing 
programs themselves. | am maintaining a com 
pletely open mind on this question of organiza 
tion and shall be prepared to make my own re¢ 
ommendations on the subject after I have satis 
fied myself as to whether the Agency should be 
continued or reorganized.” 

What is your opinion of the “trade-in” house 
idea put forth by NAHB during their last con 

vention, and what financing tools do you believe 
are needed to make the trade-in an effective mer 

chandising tool for the home builder? 

“The concept of the ‘trade-in’ house which in 
volves an orderly program of rehabilitating and 
modernizing existing structures seems to me a 
sound approach. | also believe that in order to 
make be 2 a program widely effective it will be 
necessary to revise and amend certain sections 
of the National Housing Act so that insured 
mortgage lending can be more readily available 
for this new activity of the real estate industry.” 
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ak Monarch Construction and Realty Limited sparked the develop- 


ment of Toronto's newest industrial area, then provided rental and 

° ‘ge 
case private housing, parks, a school, churches, and a shopping center, 
all in a well-integrated community. Their layout and real estate 


study in 


development provide an interesting study in community planning 
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i OW can you best integrate a complete, planned 
community with an expanding industriai area 
What shopping center layout should be used and how 
should the single family houses and apartment build 
ings be placed with respect to the shopping cente: 
What home designs will sell best? 

These are moot questions, for the answers depend 
on the nature of the area. topography, and availability 
of land as well as the foresight and real estate experi 
ence of the developer. 

Eglinton Square shopping center and Monarch Park 
subdivision in Toronto provides an interesting case 
study of this problem. Monarch Construction and 
Realty Limited is building the project near Toronto's 
newest industrial center which consists of mammoth 
industrial plants costing approximately $100 million 

* with 90 acres under roof. Employing 15,000 persons. 
the plants are laid out on either side of a stretch of 
the Eglinton highway nine miles from downtown 
Toronto. 

In addition to developing the residential area and 
shopping center, Monarch’s president, Norman W 
Long. was the force behind the industrial develop 
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Floor plan is of the story and a half model, the most popula 
design in Monarch Park. Containing about 1,000 square feet, it 
offers maximum living space per dollar of cost. It has a bath 


downstairs, a washroom unvstairs and a convenient central hall 


ment. In 1949 he purchased 187 acres of the flat, 
nearby farmland and assured manufacturers who had 
been eyeing the area that he could provide enough 
housing nearby for their employees. As a result they 
purchased ground for new plants 

The accompanying illustrations show the result 

The industrial area is along Eglinton Avenue East. 
Progressing away from the industrial area and high 


} way. the development follows this pattern: parking 
area, shopping center, parks. apartment houses, resi 
| dential areas. The apartment houses and parks act as 
i a buffer between the shopping center and residentia! 
sections. The shopping center and its parking space 
run nearly the entire length of the development and 


occupies 16 acres. Total store frontage is 1,300 feet 
Parking space is provided for 1.400 cars, and the ratio 
of parking area to store area is four to one, 

A large food market, a variety store, a department 
store. a theater, and an automobile show room are the 
major attractions in the center. Note that they are 
placed in such a way as to permit maximum foot traf 
fic past the smaller shops. 

Plans for the center call for a variety of shops 
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Single story model shown here is one of five designs used by 
Monarch Construction and Realty Limited in) Monarch Park 
Homes are all of masonry construction. Average selling price is 
$11,000 with $2,400 down. Financing is by NHA 5',0°F mortgages 


men’s, women’s. and children’s specialty and apparel 
shops, restaurant. drug store, hardware store, jewelry 
shop, bakery. barber shop, furniture and electrical ap 
pliance stores, shoe store, meat shop, bank, laundry 
fabric center, optician, beauty parlor, tobacco store. 
and auto supply store. Their arrangement can be 
studied in the illustration 

A large neon pylon will stand as a beacon over the 
center and will be visible from downtown ‘Toronto 
The developers hope to serve 39,000 persons living in 
the immediate area in addition to passersby. 

Ingress and egress are provided in 15 places in the 
shopping center area. Harris Park Drive, which splits 
the area, is 50 feet wide between curbs. Grassed areas 
along either side of the drive make the distance be 
tween the two sections of the shopping center about 
130 feet, Grassed or landscaped areas are also along 


Nine apartment buildings in Monarch Park contain 11 suites 
each and have two and a half stories. Like the homes, they are 
of all masonry construction. The apartment area acts as a buffer 
between the stores and residences, Multiple garages are provided 


the edges of the parking space between the points of 
ingress and egress and contain pedestrian sidewalks 

The upper eight-acre section containing the large 
food market, Dominion Stores Limited, is now under 
construction along with the Bell Telephone Exchange 
and the Brewers retail store warehouse, which appear 
in the upper portion of the plat diagram. This section 
contains 16 stores, and the estimated cost is $1 million 

In addition to the shopping center, Monarch Park 
will have 720 private homes selling for about $11,000. 
nine apartment buildings having 99 one and two bed 
room suites, a 1,000 student public school, two large 
parks, and two churches. 

The Monarch firm does a complete job of subdivid 
ing, installing services, constructing, financing, and 
selling houses, apartment buildings and stores. 

One Monarch Park subdivision is a mile long and a 
quarter mile wide. The company developed and serv 
iced the land, then sold 500 lots in one section to 15 
builders. Monarch itself is completing the remaining 
250 homes, plus the apartments and shopping center. 

Monarch developed and is using five basic house 
designs in the project (see illustration). Three are 
story and a half and the other two are single story 
houses, Monarch finds that Toronto buyers prefer the 
story and a half model for compactness and _ effi 
ciency. It has 1,000 square feet of living space and 
exterior dimensions of 25 by 27 feet. 

Local building codes, climatic conditions, and pop 
ular demand all dictate that the houses be of solid 
masonry construction. Basements are of ten-inch con 
crete block. pargeted and waterproofed. Walls are 
brick with concrete or Cincrete back-up tile. Canadian 
Gypsum’s aluminum-foil-back rock lath is used on ex 
terior walls over 1x2-inch furring strips and 15-pound 
felt. 

Long, president of Monarch, feels that outstanding 
value is one of the best sales features of Monarch 
Park homes. Selling price of the smaller story and a 


half home on a 45-foot lot is $10,750 with a down- 
payment of $2,390 required. The larger one and a 
half story home sells for $11,800 with $2,440 down. 
The single story homes sell for $10.500 and $10,250 
with downpayments of $2,330 and $2,220 respective 
ly. Mortgages are amortized over a 20-year period, 
with interest rates of 514% as required on National 
Housing Act mertgages in Canada, 

In Canada. NHA would require a gross annual in- 
come of $3,600 for a purchaser of the $10,750 home. 
But the average income in Monarch Park is approxi- 
mately $4,000. Municipal taxes on the homes are 
about $160 a year. 

The nine apartment buildings are now under con- 
struction (see illustration). Occupying five acres, the 
buildings are under the NHA rental insurance plan. 
Each building will have 11 suites in two and a half 
stories. Of fire-resistant masonry construction and 
soundproofed, each suite will have television antenna 
facilities brought in through a master antenna and 
amplification system. 

Monarch cuts construction costs by maintaining its 
own large portable mill shop, which it keeps on the 
job site during construction. All frames, millwork and 
a certain amount of precutting of rough and finished 
carpentry is done with this portable shop. 

Materials are purchased in large quantities. Sub 
contracts are let for plumbing, wiring, tile work, tin 
smithing, furnace work and the like. 

Monarch features the use of nationally-advertised 
products in its homes and apartments. Some of these 
are Johns-Manville shingles, Crane plumbing fix 
tures. Murray doors, Bruce hardwood floors. 

Monarch sells its homes only in advanced stages of 
construction, Homes are shown by the field office and 
sales are handled at the head office of Monarch in 
Toronto. Advertising so far has all been by billboard 
and classified sections of the newspapers. 





Call the Next Case 


QAlr Short Form Contract to Long Form Contract: 
KJ “What have you got that I haven’t got?” 
Said Long Form Contract: 

1) I provide specifically to exceptions, subject to 
which the title is to be conveyed. 

2) I provide whether or not the buyer is to assume 
and agree to pay existing encumbrances. 

3) I provide for pre-rating. 

4) I provide what form is to be used when a pur 
chase money mortgage is contemplated. 

5) I provide specifically what evidence of title the 
seller shall furnish and the exact number of days 
within which he shall furnish the same. 

6) If the seller furnishes a guaranty policy, I spe 
cify the form of the same, the exceptions in it, and 
that a preliminary report of title may be furnished to 
be ated as the basis for closing the deal. 

7) | provide when the deal is to be closed after 
evidence of merchantable title has been furnished. 

8) I provide time for the clearing of objection to 
the title. 

9) I provide what is to be done if the seller is un 
able to deliver title and what is to be done if the buyer 
does not go through with the deal, including the for 
feiture of the earnest money. 

10) I provide in detail what the rights of the parties 
are in case of damage or destruction by fire between 
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By GEORGE F. ANDERSON, Legal Editor 


Do you prefer the short or the long form sales 
contract? Here’s a whimsical dialogue that points 
out many advantages of the long form contract 


the signing of the contract and the closing of the deal. 

11) I provide where the deal is to be closed and 
waive tender. 

12) I provide for notices by mail, and the mailing 
address. 

13) I provide for the broker’s commission and who 
shall have the contract and the earnest money, 

“You little runt,” said Long Form to Short Form, 
“you don’t provide for any of the above things but 
rely upon the implications and uncertainties of the 
law. If you’re going to be a contract, why don’t you 
be one? It was impertinent of you to bring this case 
up or to even think of yourself as in the same class 
that I am.” 

Suit dismissed. 

Note. I talked to Small Form Contract in the cor 
ridor after he left the court room, and he felt pretty 
blue over the sharp and unsympathetic treatment he 
had received. If any of you have a good word to say 
for “Shorty” please send it to me. He can probably 
use it in a motion for a new trial. 
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A KEY TO QUICK SALES 


AND SATISFIED CUSTOMERS 
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aS snack counter can 
add extra sales appeal to 
any home. This drop-down 
breakfast bar reduces neces- 
sary mealtime space to a 
minimum. It will fit com- 
pactly above the kitchen 
radiator, provide generous 
storage space, and serve as a 
bulletin board when closed. 








PROPERTY 
MANAGER 








By EARL B. TECKEMEYER 
Realtor 


Indianapolis, Indiana 


HOW TO 
BUILD A 


MANAGEMENT 


BUSINESS 


| OW TO” articles on almost 

any subject are difficult. to 
write because what works per 
fectly for one person or in one 
location may not be so effective 
under different circumstances. 
Hence. it is probably wiser to dis 
cuss our problem in a broad way 
rather than to pin-point specifi¢ 
items as bemg the absolute 
or the “musts” in building a resi 
dential management business 

First. you have to want to do it 
and not merely give lip service to 
the idea. You have to want to in 
the worst way, realizing that it is 
a field often neglected by the most 
competent operators in our busi 
ness and, best of all. an almost 
certain way to a smooth-running, 
low-cost, sure-fire, brokerage busi 
Ness 


Spread the Word 

To start with, then, after you 
have thought it over and decided 
that you owe it to real estate and 
to yourself to get into manage 
ment (assuming you have the 
knowledge and skill to do so), this 
fact must be made known to fel 
low realtors almost all of whom 
are seeking someone reliable to 
whom they can refer unwanted 
management business and, also, 
made known to owners of real 
estate in) need of management 
service. Here is where the “how 
to” part of it comes in. One who 
has been through it must of ne 
cessity. impart what knowledge he 
has out of his own experience 
That is what you are going to get 
here. 

If you are strictly brokerage 
and have a “NO VACANCY?” sign 
in the window, take it down. You 
are now in the management busi 
ness. Small start ves but the 


tenants will start coming in. seek 
ing temporary quarters and right 
then you get the name. address. 
and place of employment of a 
prospective home owner. Every 
non-owner is a prospect, Just like 
the beer salesman who, when ask 
ed what his slogan was said “Any 
body who can swallow is a pros 
pect.” So, you are started. What 
to do with tenants if you have no 
vacancy? Well, sight them to the 
offices where they might find one 
or call said offices for them and 
let them listen to you going to bat 
for them; trying to locate a house 
or apartment. They won't forget it 

Let it get noised around that you 
are in the management business 
tooth and toenail. Set one salesman 
to working at it part of his time by 
searching county records, compil 
ing a list of names of owners who 
obviously own more than the one 
parcel of real estate in which they 
live. Drop in to see them; send 
them a letter suggesting that man 
agement can really be of service 
and take a load off their minds 
They might be dissatisfied with 
their present arrangement just 
when your letter arrives. Who 
knows when providence begins and 
luck leaves off. 


Work With Your Board 


If your real estate board has a 
management division, get into it 
and start the ball rolling. See to 
it that this division of the board 
actually something about 
management problems. And_ see 
that what is done is given wide 
publicity so that the public, the 
real estate owning public particu 
larly. realizes that there is an or 
ganization dealing with manage 
ment problems and that you are 
affiliated with if not the leader of it 


does 


Get into the management division of your real 


estate board. Let it be known to former clients, 


other realtors, property owners that you are in the 


management business tooth and nail. Seek out 


property that needs to be managed. Be sure your 


tenants’ word of mouth advertising is in your 
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favor. Then, if you have the knowledge and skill, 


your property management business will flourish 
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Some :nanagement problems 
have been at a minimum in re 
cent rent-controlled years but they 
have not been forgotten especially 
by owners who had to foot the 
bills. The time will come again (I 
believe it is not far off) when only 
organized well-informed manage- 
ment can do the job, For example, 
as we came out of the last depres- 
sion it was only organized man- 
agement, working as a unit, that 
finally was able to get rid of the 
practices of giving a month’s free 
rent, paying moving expenses, 
furnishing equipment such as 
screens. window shades, etc., far 
in excess of what the rent warrant- 
ed. Such practices had been in 
dulged in for such a long time as 
to have become almost an iron clad 
custom. Management took a hand. 
obtained wide publicity through a 
series of open meetings (public in 
vited) at which the true facts rela 
tive to costs, expenses and rent 
levels were made known. As a re 
sult owners who were suffering 
from lack of management turned 
more and more to those in the field 
who were very evidently able and 
willing to help solve the owner's 
problems. Finally, of course, the 
leaders in this movement (includ 
ing your author) began to reap 
the rewards of their hitherto un 
rewarded efforts. Management 
business began to increase. 


Advertise 


Include in your advertising 
some mention of management and 
in all sales of investment property 
stress the fact that your office 
which has had so many lauditory 
things to say about such-and-such 
a property will also manage it for 
the proposed buyer and see to it 
that it does what your glib sales 
man says it will do. 


Keep Up Contacts 


Keep in constant contact with 
owners already being served 
contact, that is, other than the 
monthly routine of their rental 
statement and check. It’s like the 
old Packard slogan “Ask the man 
who owns one” only changed to 
read ‘Ask the man who owns 
some.” The owner who has success 
fully invested in real estate and 
is experiencing the uninterrupted 
pleasure of an investment more 
productive than stocks and bonds 
or almost anything else is eager to 
inform his fellows. See to it that 
he also informs them as to who is 
helping him enjoy his pleasure. In 
form his fellows is a mild term 
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he will 
That's fine 
in you too 


want to brag about it 


Just be sure he brags 


Become a Sleuth 


Spend some time through obvi 
ous sources finding out who owns 
the leading apartments, and groups 
of rental properties and call on 
them. Of course, you probably 
won't pry them loose from their 
management business right off but 
you will certainly have planted a 
seed which may grow. Yours is a 
new face in their real estate world. 
They may like it and call you 
later. You are alert and enterpris 
ing and out to improve things in 
the management field. They sense 
that. 

As with brokerage where I have 
suggested that we look for the prop 
erty that needs to be sold, in man 
agement we can look for the prop 
erty that needs management. Va 
cancies standing idle which, with 
a little imagination. could be re 
vamped, devoted to other uses and 
put to work. Owners seldom take 
the quiet moment to dream of what 
else might be done with that vacant 
storeroom or building. They hang 
a “For Rent” sign and wait, Then 
you come along with a new idea, 
new use, new type of tenant and 
real management is at work 


Build Goodwill 


Then, there’s that word of mouth 
treatment given you by those ten 
ants you serve. Sometimes it can 
be rather harsh. Usually the ten 
ant with nothing but condemna 
tion in his heart is known for what 
he is by most of his listeners and 
his ranting is discounted, The huge 
loyal group of well served tenants 
are your best boosters. In normal 
times, when there is competition 
for tenants nothing helps more 
than to have a tenant of yours 
mention your office and the unusu 
ally kind and helpful treatment 
he receives. The quickly answered 
call for help when the lights are 
out or the plumbing leaks; the un 
derstanding treatment when it was 
necessary to postpone a rental pay 
ment for a few days; the lack of 
pinch-penny grousing when a re 
quest for repairs or decorating be 
came imperative. All these things 
add up in your favor. They help 
build a management business. 
“What people say behind your 
back is your reputation in the com 
munity.” That certainly is an 
axiom in the management busi 
ness 

The simple methods discussed 
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here will. in my opinion, do more 
to launch your management busi 
ness even from the smallest begin 
nings, than anything else I know 
of. It presumes, of course, that your 
service is such as to warrant recom 
mendations from owners, tenants 
and your fellow realtors. If it isn’t. 
better slow up and make some ad 
justments, It bears repeating, | 
think. that management will put 
you in touch with more owners 
and users of real estate and in a 
more favorable and comfortable 
and profitable way than anything 
else you can do. After you begin 
to get the business or when your 
present list of accounts begins to 
grow, problems will come such as 
handling maintenance, how to get 
new accounts, handling tenant re 
lationships, all of which, aside 
from offering a real challenge, 
help more and more to build the 
management office into a strategu 
position for the eventual flow of 
brokerage business which comes 
from a job well done at the man 
agement level 








Television 
Advertising 
Ideas 


Three times weekly a five-min 
ute television program called “Hh, 
Housewife” is presented to video 
viewers. These housewives submit 
household hints and are given cash 
prizes for those used on the pro 
gram. The person who writes the 
week’s best hint is asked to be the 
guest commentator and receives $5 
for her services. The names and 
addresses are utilized for mailing 
lists. 


A program called “Home 
Hobby Lobby” has met with 
success, Once weekly. two local 


people and their hobbies are fea 
tured on a 10-minute television 
program. Anyone is invited to 
write a short letter to the sponsor 
telling about his hobby. The best 
of these are selected and a local 
photographer is sent to take several 
shots from which a composite 
newsreel is made, The photogra 
pher charges very little for hi 
services because he sells duplicate 
to the hobby enthusiasts. The com 
mercials play up houses with extra 
rooms for hobbies and workshops 
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Are We 
Penny-Wise 


By JIM GARTH 
Realtor 
Long Beach, California 


— is one thing that pre 
cedes any ideas about adver 
tising. That is: Do you have any 
good merchandise to sell? There is 
no use spending money for adver 
tising unless you have something 
worth advertising. Remember, the 
essential fact in selling is what you 
have to sell. The essential fact in 
advertising is what you have to 
advertise. 

Assuming that you have some 
thing worth advertising, pick out 
some one feature about every prop 
erty that will sell that property. 
It is up to us to find that one fea 
ture. Maybe it is the price, loca 
tion, bus service, need for repair, 
breakfast nook, or one of 50 differ 
ent things. You can be sure there’s 
at least one thing that will sell the 
property, so hunt for it, And where 
do you hunt? On the property! It 
is right there before your eyes, 
but you must be there to see it. 

Where do you write your ads? 
In the office? And when do you 
write your ads? Five minutes be 
fore the deadline? Then don’t ask 
the reasons why your ads don’t 
bring results. Will you take a sug 
gestion and try it out? Write your 
ads on the property. On the pro 
erty is where you can get your sell 
ing points, or maybe the one selling 
point that will sell the property. 
Our ads need better sales messages, 
and the place to get those sales 
messages is on the property itself. 
Look it over. Hunt for the things 
that appeal to you. What appeals 
to you will appeal to others. 

Do you know how to describe a 
property? Can you write a good 
description? If our ads need better 
sales messages, we need better de 
scriptive ads. And that means using 
more space to give a good descrip 
tion. Certainly that will cost us 
more money. But what's the differ 
ence if that extra money sells the 
property? With many of us, our 
short, abbreviated ads aren’t sell 
ing, and a lot of our ad money is 
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in Our Advertising? 


How often do we cramp our ads into tiny space to save money ? 


often, the author says, and he calls it false economy. 


Too 


He believes 


enough space should be allotted to thoroughly describe the one or 


two features that will sell a property; copy should be written on site 


wasted. So take that short, useless 
ad out to the property and fill in 
four or five lines of good, honest 
description the things you see. 
Then pay for an ad that will sell 
rather than one that doesn’t. Re 
member, you must tell it to sell it! 

Your ad must create enough in 
terest to make the reader call the 
office, come to the office, or go to 
the property. That ad has a selling 
job to i. Use enough space to do 
a selling job. Give them a picture 
of the property with words. 

Floyd Lowe, realtor of Palo Alto, 
California, has four offices and an 
organization of 49 members. He 
has been running a series of full 
page ads each Friday for 12 weeks. 
At the top of each ad is a drawing 
of two hands clasped together in 
friendship. The ads follow a regu 
lar pattern: 

The name at the top — Floyd 
Lowe, Realtor — with handclasp. 

The message. 

Photos of two or more sales 
people with a brief biographical 
sketch of each. 

4. A tie-in of each salesman with 
an ad describing one property. 

5. Fifteen to 50 a sation 
properties in the area by district. 
Sometimes there are two or three 
lines of description. Some of these 
are two or three lines, others are a 
score of lines. Each is in a light, 
humorous vein very readable 
and interesting. 

Let’s take a look at one or two 
of the messages in Lowe’s ads: 

“Who is Floyd Lowe? Have you 
ever seen him? Does he really 
exist? Is he an old man with a 
long, gray beard? Is he really an 
active, live member of a_ vital 
community or is he just a name? 

“We are proud to present to you 
two members of the organization 
known as ‘Floyd Lowe’ and whose 
charge it is to render such service 
and help and kindness and good 
ness aa wisdom to the people of 
the community that the very name 
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itself will be a symbol that will 
speak Dependability - Fairness 
Honesty-Good Service.” 

What promotion that is! Here 
is another: 

‘Throw the rascals out 
the statesmen in! 

“Keep the rascals out. Keep the 
tatesmen in! 

“Every four years these wonder 
ful people of ours choose sides and 
beat each other over the heads. 
Comes election day and we pre 
pare to start all over again four 
years later. 

“Republicans. 
Democrats. 

“Unbelievable? No, true. And 
both agree on the thing. Real es 
tate is the best investment.” (Then 
follows quotations on the value 
of real estate as an investment 
by Herbert Hoover. Franklin D. 
Roosevelt. Theodore Roosevelt, and 
Williams Jennings Bryan.) 

What an effective page! And 
the lower one-third of the page 
was devoted to 40 property ads. 

As for the tie-ins between prop 
erties and salesmen, here are two. 
each one below a picture and bio 
graphical sketch of a salesman: 

“Harvey Koch gets so excited 
that he literally stammers when he 
tries to talk about these two four 
bedroom homes . ‘i 

“Cy Newcomb thinks everyone 
should own a carefree investment. 
Here are some of the things that 
Cy likes about this roperty . 

And here’s another idea Floyd 
Lowe “Property intended for 
this space was sold this week. We 
sold it. Therefore, we can’t offer 
the beautiful home and estate in 
tended for this space.” 

There you have it an effec 
tive way of advertising your com 
any and its merchandise. This is 
ut one company of many that is 
using imagination to create result 
getting advertising. There could be 
more. Are you using your adver 
tising to best advantage? 
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Homes Our Readérs 


Are Building 


e@ IN NEW YORK 





Binghamton real estate builder stresses individuality of design 


j pore objections home buyers often give to a new 
subdivision is the uniformity of the homes and 
the lack of trees. Endicott Construction Services, 
owned by G. Doyle Bartholomew and son Doyle R., 
licked both of these problems in their Doyleson Vil 
lage project in Endwell, on the outskirts of Bingham 
ton, New York. 

The development has 70 modern five-, six-, and 
seven-room homes, each distinctively different from 
its neighbors. For example, each has its own exterior 
color scheme which harmonizes with surrounding 
houses. 

The original tract of land was largely wooded. 
Streets and lots were skillfully planned to preserve 
the larger, more beautiful trees giving the Village a 
country atmosphere. 

The builders devoted careful thought to livability 
and comfort as well as design, All homes are equipped 
with Luxair or Waterbury furnaces and ‘a air 
conditioning units, and are completely insulated with 
Reynolds Aluminum sidewall insulation, R.O.W 
mitered windows, Paine flush mahogany doors, and 
Harris oak flooring are also used to enhance quality 
and appearance. 

Homes range in price from $14,500 to $22,000, 
and have varied floor plans. In one house, the dining 
room and kitchen are merged in a 23 x 12-foot room 
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(All kitchens have Kentile floors and counter tops 
In another, kitchen and dining room are separated by 
a breakfast bar that includes cupboard space and two 
large drawers in its base. One of the two-story houses 
in the upper price range has on its second floor a com 
bination library, game room and TV room, measur 
ing 13x 28 feet, all panelled in knotty pine. 

A two-story Provincial Cape Cod provides a living 
room, dining room, bath, half-bath, kitchen, laundry 
room, and garage. A ranch style is so designed that 
one of its three bedrooms can easily be converted into 
a dining room or den if a third bedroom is not needed 

All homes have full basements which provide ade 
quate space for a playroom. The laundry, equipped 
with tubs and convenient electri 
in the rear of the attached garage. making for better 
light and greater convenience. Both laundry and 
garage are heated and insulated 

Driveways are black top asphalt and lawns are 
graded and seeded, All utilities including water, gas 
and electricity are provided. To keep costs down, En 
dicott Service does its own excavating, grading, con 
crete work, plastering, wiring. 

The company also handles all its own promotion 
and sales, which includes staging and promoting de 
monstration houses, At the first opening, more than 
Q O00 people visited the village 


outlets. is located 
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Here’s what happens with a typical heating system having cen- 
tralized Weather 
demands make it next to impossible to satisfy each tenant 


control. conditions and individual heating 


Are your caretakers firing up to take care of the 
highest heating demands? Such a practice can 
pour management dollars right out the windows 
of tenants who want less heat. Personalized 
controls can whip this headache and help keep 


your apartments rented, your tenants satisfied 


Cut Management Costs With.... 


Personalized Heating Controls 


By JOHN F. HAINES, 
Vice-President 
Minneapolis-Honeywell Regulator Company 


DJUSTMENT of heat demands more attention 

from caretakers and evokes more criticism from 

tenants than any other aspect of apartment house 
management, 

Take New York City, for example, where apart 
ment living is the usual thing. Let a cold snap come, 
and the city’s Department of Health will get up to 
1.200 complaints from tenants about the heat, or a 
of it. Even on a mild day, 150 complaints will pour in. 

The ancient cliff dwellers, the first users of multi 
ple housing units, had a simple solution. They lighted 
individual fires in their abodes and if the brave got 
cold, the squaw merely tossed on more wood. Each 
family could determine for itself how much or how 
little heat to have. 


Personalized Controls 

This basic concept of comfort got lost somewhere 
in the evolution of multiple housing. Today it can and 
is being restored by a system that provides automatic 
heat control for each apartment. 

Tenants like it because they can select and main 
tain the temperature that suits their own individual 
requirements, irrespective of the temperature in other 
apartments yee, and managers like it because 
it rids them of complaints and, through its automatic 
feature, frees them of time-consuming maintenance 
activities. From the owner’s standpoint, it cuts fuel 
costs while at the same time increases the rentability 
and resale value of the property. 


How They Work 


Personalized heat control can be used in any type 
of multiple dwelling, whether it is already standing, 
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under construction, or on the drafting board. It is ac 

complished by a combination of valves and thermo 
stats in each apartment to give accurate modulation 
if heat at the levels desired by occupants. The simplest 
hook-up is an automatic control valve and thermostat 
in each appartment. The thermostat, set by the occu 

pant to maintain constantly the temperaure most 
satisfactory to him, governs the valve that regulates 
the heat from the branch supply main. The occu 
pant’s heating comfort can be made even more per 
sonalized, especially in the larger apartments, by the 
installation of more than one thermostat and valve 
combination so that the service, living and sleeping 
areas are separately controlled at different tempera 

tures. 

Multiple housing units present the double-barreled 
challenge of satisfying the heating desires of all ten 
ants in the most economical manner. This is a chal 
lenge that centralized heat control does not meet. It 
cannot compensate for temperature differences due 
to varying exposure and length of supply lines; nor 
can it provide continuous comfort to all occupants. 
for even if a constant level of temperature in all 
apartments were possible the tenants still would not 
be satisfied. A recent survey of apartment dwellers 
pointed this up. It showed that 10% wanted a toasty 
74 to 76 degrees, 80% desired 71 to 73 degrees and 
10% were content with a cool 68 to 70 degrees. 

Generally the older folks, those who are sick and 
those who have infants want more heat than other 
tenants. The caretakers’ usual practice is to furnish 
enough heat to the entire building to satisfy the occu 
pants who wish the highest temperature. This results 
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Here is the pair that can keep tenants happy and cut fuel bills 
The pneumatic modulating thermostat senses room temperature 


and operates control valves such as the one shown above, right 


in over-heating the remainder of the building, with 
the only remedy being to open windows, which natu 
ally wastes expensive fuel 

Sometimes. however. this situation is reversed, A 
Brooklyn tenant who was handy with things electri 
cal had his patience exhausted by the failure of the 
landlord to answer his requests for more heat. The 
tenant rigged an electric phonograph to a thermostat 
Whenever the temperature dropped to 65 degrees, 
the thermostat started the record player. The tenant 
placed this in the dumb waiter shaft so that the owner 
in his downstairs flat could plainly hear the recorded 
voice booming over and over 

“Under Section 225 of the Sanitary Code, a land 
lord who does not provide 65 degree heat when the 
outside temperature falls below 65 degrees is liable 
to a $500 fine or a year in jail. The temperature in 
this apartment is now below 65 degrees!” 

When the landlord went to court to demand that 
the tenant cease the disturbance, the judge observed. 
“If you provided heat, you would not be annoyed by 
this loud voice.” 


Fuel Savings 

Many architects, builders, heating engineers, own 
ers and managers report savings of up to 33% on 
their annual fuel bill. Here’s a hypothetical example 
of centralized heating waste: Assume that 80% of 
the tenants want a 70-degree temperature while 20%, 
want 76 degrees. Say the outdoor temperature is 40 
degrees. The caretaker fires up to satisfy those who 
want the most heat. The 80°4 who want 70 degrees 
open their windows. Meanwhile, the heating plant 
pours out an over-supply of heat amounting to a 
waste of 1624 of the total heat input! Obviously, the 
fuel savings realized from the installation of individu 
al automatic heat control can pay for the system 

Individual control is also well adapted to low-cost 
housing because of its lower fuel cost. 

The head of a large real estate organization in the 
Northwest who switched from central to individual 
control in one of his apartment buildings cited as an 
other advantage the lack of mess or inconvenience 
during the installation 

Personalized heating control combats the effect of 
varying weather conditions on different parts of the 
building, One side of the building may be shielded 
from the wind and sun by another building. while 
another may be fully exposed. Naturally, the outside 
temperatures of those two areas will be entirely dif 
ferent. For example, a room may have the same heat 
loss on a dull. cloudy day with an outside temperature 
of 30 degrees as it would have on a bright. sunshiny 
day with an outdoor temperature of zero degrees. A 
10-mile-an-hour wind may have the same effect as 
a 10-degree drop in outdoor temperature as far as 
heat loss is concerned, On a 30-degree day, if a 30 
mile-an-hour wind is blowing on one side of the 
building. that side needs the same amount of heat that 









would be required for a day of four degrees below 
Individual control automatically compensates for 
these conditions 














































Tenants Want It 


A recent nation-wide survey that tenants 
are willing to pay extra rent for personalized heating 
control. The study included this question: “Let's as 
sume that you are going to rent anothet apartment 
Chere are four available. all identical except for one 
feature. One has an automat another 
a device for individual automatic heat control, another 
has a breakfast nook, and the fourth has an artificial 
fireplace. The rent is the same for 
Which would you take?” 

Those preferring individual heat control outnum 
bered the other three features combined. The conclu 
sion showed that 84.5° of the tenants interviewed 
said that personalized control was eithet 
or desirable. 


shows 


dishwasher 


all apartments 


necessary 


Other Features 

Personalized control can be installed in almost any 
existing structure without extensive pipiig changes 
or redecorating. The tenants need not be disturbed 
except for the simple installation of a valve and ther 
mostat. The system is applicable to either a steam or 
hot water system with standing radiation, radiant 
panel heating. warm air, baseboard radiation or con 
vectors 

Apartments can be “zone controlled” by the im 
stallation of more than one thermostat and valve com 
bination. Automatic night shutdown may be provided 
for the apartment building as a whole through the 
use of a central control panel, or in each apartment 
by using electric clock thermostats. As further 
tection against heat waste, apartment thermostats are 
available with a maximum temperature setting of 76 
degrees, thus preventing excessive heat demand from 
any one unit. A boiler 
compensator can also be hooked up as part of the in 
stallation. This prevents sending very hot water into 
the system when the weather is mild, The water tem 
perature is governed by the outdoor temperature 


pro 


reset device with an outdoor 


Typical of new apartment buildings with personalized heating 


Sheridan Road 
controls can also be conveniently installed in existing buildings 


controls are the Apartments of Chicago. Such 
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Space Laboratory Reactions... . .]. 


The hardest-to-please buyers on earth — that’s 
Mr. and Mrs. America. Many experts design floor 
plans that they ought to like. The University of 
lilinois Small Homes Council is trying to find the 
plans that homemakers actually do like. Here are 
the reactions of two typical families to five dif- 
ferent room arrangements in the same amount of 
space. Both families prefer dining space in kitchen 
for occasional meals, dining room for guest meals. 
They want the laundry upstairs, in kitchen or 
utility room if there is space for it. They want 
basements for storage space and larger bedrooms 


FPXAIS is a report on the first year’s use of the Uni 
versity of Illinois space laboratory, widely publi 
cized as a “flexible house.” 

This house-lab, you'll remember, is a home whose 
floor plan can be completely changed by a couple of 
men in a couple of hours. For a year, the University’s 
small homes council has been testing floor plans by 
putting real families into them and recording reac 
tions, The tests are sponsored by the Housing and 
Home Finance Agency. 

So far, two familes have lived in the house. Each 
was a family of four, consisting of two parents ap 
proximately 30 years old and a girl and a boy. One of 
the children was school age, the other pre-school age. 

All plans were confined to 24 x 36 feet. For Plan D. 
a small basement was added to be used as a laundry. 
Each plan was tested for one month. Besides record 
ing general comments, researchers made special in 
quiries about three activities they deemed of major 
importance to the homemaker: laundry, child play. 
and eating and cooking convenience. 

The five plans considered here are those which 
were tested by both families. 


Plan B 
First Family's Reaction 


Kating, cooking: All meals were eaten in the di 
nette, The boy occasionally ate in the kitchen after 
school, The father liked to eat in the dinette, The 
mother missed the convenience of eating in the 
kitchen, She considered the kitchen too small no 
eating space and no play space. 

Laundry: Machine washing was done four or five 
times weekly. The mother preferred to do the hand 
laundry in the sink. The drying was all done in the 
dryer. The mother would have liked a utility room 
with space to do part of the drying. 

The laundry arrangements were considered the 
worst feature of the house. The laundry was visible 
from the living-dining area; noise of equipment could 
not be closed off; clothes sorting interfered with traf 
fic in the hall. 

Child play: The mother said, “I want a playroom 
either on the ground floor or in the basement.” 


28 May, 1953 


General comments: Mother would add a basement. 
She said, “We need a basement for a recreation and 
a utility room.” 

She would eliminate the center hall. She would 
prefer the main entrance at the center of the house 

She said. “Both of the children’s bedrooms are too 
small. The boy's bedroom should be three feet wider 
and one or two feet longer. | want it more square. 
The girl’s bedroom should be four feet wider and four 
feet longer.” 


Second Family's Reaction 


Since the first family didn’t like the laundry 
equipment in view of the living-dining room, a slight 
change was made that hid it. 

Eating, cooking: Most meals were served in the 
dinette. Lunch was sometimes eaten in the kitchen, 
the eaters standing. The mother considered the eating 
arrangements satisfactory but considered the kitchen 
too small. She also disliked the wall against the range. 

Laundry: Machine washing done four or five times 
a week. Hand laundry done in sink or bathroom basin. 
The dryer was not used. Clothes were hung outside 
or in bathroom. 

Child play: The boy played in the living room; the 
girl wherever the mother was. The mother had no 
preference as to where the children played. 

General comments: The family was at first satis 
fied with the number and size of the rooms but, after 
questioning, expressed the desire for a utility room 
with an “accordion” partition. They considered the 
convenience of three bedrooms to outweigh the ad 
vantages of a separate dining room or a larger living 
room or kitchen, They did not like the location of the 
front door at the side of the house. They disliked hav 
ing only one door. 


Plan C 


First Family's Reaction 


ating, cooking: All meals were at first eaten in the 
kitchen. During two weeks of the test period, the table 
was removed from the kitchen to provide play space 
and all meals were eaten in the dinette. The family 
wanted both eating places. They considered the di 
nette table too small 

Laundry: The machine washing was done four 
days a week, Hand laundry was done in the bath 
room, Drying was done in the dryer, but the mother 
would have preferred to have lines in utility room 
or basement. 

The mother said, “I don't like to make a workshop 
out of the bathroom.” She also said that she liked the 
laundry arrangement better as time went on. 

Child play: The mother preferred to have the child 
ren play in their own room rather than in the kitchen. 
She would have liked a special playroom. 

General comments: Mother felt that children’s bed 
room was too small, said she would add a third bed 
room. She thought that a basement would be highly 
desirable for a recreation room and for storage space. 
The family particularly liked the room arrangement 


NATIONAL REAL EsTaTre AND BuILpDING JoURNAL 














. - a Builder’s Yardstick 


of this plan. The mother liked the vestibule at the 
front door. 


Second Family's Reaction 


Eating, cooking: All meals were eaten in the di 
nette. When the table was removed from the kitchen 
to provide more play space. the family was pleased 
and chose to continue without the table. 

Laundry: Machine washing was done two or three 
days a week, Hand laundry was done in both bath 
room and kitchen (large articles in the kitchen, small 
ones in the bathroom). Drying was done outside on 
a line or in the bathroom on a line 

Child play: The mother preferred to have the child 
ren play in the area created by removal of the kitchen 
table 

General comments: The family considered the 
children’s bedroom too small, wanted a third bed 
room. The mother felt that the vestibule space should 
be added to the living room. The family felt that a 
basement or utility room would be necessary. 


Plan D 


First Family's Reaction 


Eating, cooking: All meals were eaten in the kitch 
en. The mother would have preferred to serve guests 
in the dinette but the arrangement there was too 
crowded. The eating space in the kitchen was also too 
small. she said. 

Laundry: In this plan, laundry facilities were lo 
cated in the basement. Mother said, “I don’t like the 
laundry in the basement too many steps.” 

Child play: Given a choice between an eating space 
in the kitchen and a play space. the mother said she 
would select a play space 

General comments: The family considered the 
kitchen and the living room “a little too small.” They 
wanted a better division between kitchen and living 
room and the basement laundry was a failure. 


Second Family's Reaction 


Eating, cooking: Routine meals were eaten in the 
kitchen; meals with guests, in the living-dining room 
The dinette and kitchen eating area were both termed 
too small. The mother liked the kitchen work area. 
called it “very convenient.” 

Laundry: The family disliked the basement laun 
dry. Drying was done outdoors. Hand laundry was 
done and dried in the bathroom. 

Child play: No comment. 

General comments; Vhis family felt that the child’s 
corner bedroom was too small, that the vestibule was 
wasted space that should be added to the living room. 
and that a utility room would be desirable if there 
were no basement. 


Plan E 
First Family's Reaction 


Kating, cooking: Routine meals were eaten in the 
kitchen; meals with guests, in the dinette. The kitch 
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en eating arrangements were considered too small 

Laundry: Laundry arrangement at 
kitchen was considered satisfactory. 

Child play: The children liked the playroom. The 
mother liked it. too, but preferred to have the children 
play in their own rooms. 

General comments: The family considered a utilit 
room desirable, a basement unnecessary. They con 
sidered the boy’s bedroom, kitchen, and living room 
too small 


{ 


one end | 


Second Family's Reaction 

Kating, cooking: All meals were eaten in the kitch 
en. The kitchen eating area was too small, the family 
agreed. The arrangement of door adjacent to the 
table was awkward. 

Laundry: The mother liked the laundry located 
near the back door, She said she would put the laun 
dry in the basement to make 
kitchen. 

Child play: The mother didn’t like the playroom 
off the living room. She said she would rather have 
the space added to the living room; then she would 
use the children’s bedrooms as playrooms 

General comments: The mother liked the living 
room at the front of the house and the bathroom at 
the back. A basement and utility room weren't neces 
sary with this plan, she said. The family considered 
the bathroom a little too small 


Plan F 


(This is the plan designed by a test family themselves.) 


more space in the 


First Family's Reaction 


kating, cooking: Routine meals were eaten in the 





kitchen: meals with guests. in the dinette. The mother 
complained that the dinette arrangement was in the 
way of traffic through the living room, She wanted 
more space for serving guests. She also was dissatis 
fied with the kitchen arrangement 

Laundry; The laundry arrangement was in the 
bathroom in this plan. The mother decided she didn’t 
like this and wouldn’t have it in her own house. She 
said. “It’s better to do the laundry in the kitchen.” 

Child play: The mother had the children play in 
their own bedroom, said they didn’t miss a separate 
play room. 

General comments: The family felt that a utility 
room and garage were needed. They considered bath 
room and parents’ bedroom too small. In general, 
they were very pleased with this plan 


Second Family's Reaction 


Eating, cooking: Routine meals were eaten in the 
kitchen; meals with guests, in the dinette. The mother 
was not completely satisfied with the kitchen arrange 
ment, didn’t like the location of the kitchen door. 

Laundry: In general, the laundry arrangements 
were considered satisfactory. The mother. who didn’t 
use the dryer, would have liked lines in the bathroom 

Child play: The children played outdoors, in the 
living room, and in their bedroom, The mother said 
she had no preference; the children indicated that she 
wanted them to play in their bedroom 

General comments: No rooms were considered too 
large or too small. The family thought they might 
like to add a utility room or a playroom. This family 
preferred the house reversed living room at front 
kitchen and bath at rear 





Are We 


Planning 


for Industry? 


By THOMAS McCAFFREY, Jr. 
Pittsburgh, Pennsylvania 


EKEDS and demands of industry are having a 

tremendous impact on the real estate market in 
veneral, And we are going to build America better 
because we have a strong and expanding industrial 
base from which to work. Are we helping to plan 
for this expansion? 

F.very state in the Union is experiencing industrial 
development. Our established industrial regions in 
the East and Midwest are growing, as are the new in 
dustrial empires in the South, Southwest, and West 
coast 

Let me prove these statements 

In the Fall of 1950, after the Korean war began, 
Congress authorized a tax incentive program to en 
courage industrial expansion. The idea was this: If 
a corporation is producing items essential for defense, 
but in short supply, the company would be urged to 
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increase its Capacity 
write off 

In other words. the investment in new construc 
tion and equipment could be amortized in a five year 
period, for federal tax purposes. rather than over the 
entire useful life of the facility, which would run for 
25 to 50 years or longer 

An investment of more than $15,750.000,000 in 
new industrial facilities has been okayed for rapid 
federal tax write off, throughout the United States. 
Industrial expansion for defense is going on in every 
state. 

Now you may say, well that is a large investment 
for special defense purposes, but probably all of these 
plants have been located now and presumably most 
of them are under construction, How are they going 
to help us build America better? 

It is true that these plants have been located and 
that most of them will be completed and in operation 
within the next two years. 

But they are only part of the industrial picture, 
the essential defense part 

And they are basic industries: New steel mills. new 
chemical plants, new electric power generating sta 
tions. 

Basic industries attract new secondary industries 
Metal fabricators, users of power and raw chemicals. 

Now these secondary manufacturers or processors 
are yet to come in most areas where basic industries 
are being expanded. And it is my guess that their 
investment and impact will be as great as the present 
industrial expansion we are experiencing. 

It is here that your talents as realtors are going to 


through a quick federal tax 


(Please turn to page 43) 
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HY didn’t your story or son 


ture make the grade in last 
Sunday’s paper? There are reasons 
it’s not a plot hatched in secret 
against you or your company. 
Chances are, your copy was for 
gotten because you didn’t follow 
the rules. It will pay off in better 
relations with your press and get 
you more legitimate stories printed 
if you do know what’s acceptable 
to your real estate dealer. 

Here are some of the ways to 
boost your batting average. 

First of all, if you don’t know 
the real estate editor of your local 
paper, get acquainted with him 
Meet him the first time without a 
story or picture to “sell.” Learn 
something about his business. He 
knows your. You'll discover he has 
problems, too. Some of the more 
pressing ones are 

1. Space limitations. dictated 
mostly by advertising. 

2. News value of stories his 
judgment of which article is most 
important to fill the space. 

3. Need to diversify the ap 
proach and material. For example, 
he can’t have too many houses on 
Sunday to the exclusion of indus 
trial. farm, or other stories. 

4. Policy of the paper. This he 
can't violate! 

If you want your story printed, 
submit the best pictures and the 
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Real estate editors are human. Get acquainted with 
yours. Learn something about his business, what 
he considers as news. Work with him and the 


result will be publicity that money cannot buy 


HOW TO GET 


NEWSPAPER 


PUBLICITY 


By JACK STARK 








most newsworthy copy can. 
Above all, avoid padding. 

Make your story sound impor 
tant. But first. be sure it is. Most 
people have trouble discerning 
news when it’s all around them. 
News is: a new building or plans 
for a building. such as a community 
home project or shopping center; 
an unusual house; an important 
man who has purchased a new 
home; new faces in your business; 
promotions on your staff; speeches 
you or your associates may make; 
a seasonal promotion, possibly in 
a shopping center; an unusual 
pamphlet published by your firm; 
a house with an exciting history. 
even if bought by an unimportant 
man; year-end reports; a residence 
reconverted to some other use; in 
dividual or company sales reports, 
and so on. 

For instance, your submitted 
story and picture of a home bought 
by George P. Sandler, vice-presi- 
dent of the Oak Creek Mills of 
Big Town, hits a responsive chord 
with the editor because of the 
man’s community importance and 
his job. But the fact that you sold 
a $10,000 home in a new addition 
last month is of little interest to 
anyone but your family, so 
chances are it will never make 
the paper. 

Attention to mechanical details 


you 
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save the editor’s time. Always type 
and double space your story so it 
can be edited between the lines 
Begin your story one-third of the 
way down on the page to leave 
the editor room to write in his 
heading if he wishes. Date all stor 
ies and photographs and write 
your company’s name at the left 
hand top of the page on caption 
and story. 

Attach typewritten captions to 
all photographs. But don’t mark 
heavily on the backs of pictures; 
it makes ridges on the glossy front 
which reproductions pick up 
Photographs should be sharp and 
clear and taken by a professional 
photographer if possible. Size pre 
ferred is 8x 10. They should be 
taken almost directly head-on with 
no people or pets spoiling the view, 

Remember that your real estate 
editor is human. He'll appreciate 
little courtesies such as coeers of 
thanks telling him you were happy 
to get placed in the paper. This 
one fact, incidentally, is the most 
neglected act of human relations 
by real estate and building execu 
tives. Occasionally, invite your 
editor to the opening of a new or 
unusual store, or a Company event 
where his coverage is better than 
you can give. Treat him like you 
do your prospects and, chances 
are, he'll give you an even break 
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Don t 


Underestimate 


Color... 


if CAN SELL 
YOUR HOUSES 


Every home seeker wants his 
home to have an individual look, 

personality all its own. The 
least costly way to provide that 
personality in today’s project 
homes is by the effective use of 
color. Here are ideas on color 


help sell your houses faster 


Vay. 


ARIETY in color styled houses should be simple 

and in good taste. The startling, the as-yet-un 
proven, is not the thing to offer people anymore than 
the dull and ordinary. 

Certain exterior materials which a real estate build 
er uses are economically available only in a limited 
range of colors; others, like brick, come only in shades 
of a basic color. In cases where trim is involved it 
costs no more to use red, blue, green or yellow 
paint. Standard materials should, however, be used 
to their best advantage. Brick, for ex xample, ¢ an be 
made attractive by sharply contrasting it to the rest 
of the color scheme. 

An important consideration in selecting colors is 
locality and climate, Bright colored houses are more 
noticeable in the southern states, while muted shades 
are popular in the North. A color scheme should en 
hance a house throughout the year. 

The best place to start selecting color is the largest 
single area visable to the eye the roof. A few 
simple rules should be remembered when choosing 
a roof color. Dark colors, such as blacks and dark 
greens, will lower a too-high roof. Light pastels, such 
as pale blues and grays will make a low ranch house 
look higher. Medium to dark colors should be used on 
large, unbroken roof areas. Where there are few 
trees, a bright orange or red will add interest and 
where there are woods, muted shades are best. 

Color is a tool that can be used by the builder to 
deemphasize undesirable features. An uninteresting 
chimney or cumbersome dormers become insignifi 
cant when painted the same color as the surrounding 
roof area. The reverse of this should be applied in 
distinguishing attractive features. Painting the shut 
ters a bright color will lend importance to the win 
dows and a contrasting color for the front door will 
add a friendly note 


On The Inside Too 


Since the prime value of color is for merchandising 
purposes, pd wa styling should play the star parts in 
a builder’s demonstration house, This house should 
appeal to the greatest number possible. To do this the 
colors chosen should be neutral. popular shades. Let 
the prospective buyer visualize his own furniture 
against this background. Bright. unusual reds or the 
latest copper shades are interesting, but the customer 
will find it hard to see his old furniture in this setting. 
Instead. blues. grays, and muted greens will furnish 
a homelike touch. 

An exception to this rule is the treatment given to 
the kitchen and bathroom. There is no necessity to 
visualize furniture in this setting. In this case, bright 
and unusual color combinations can enhance the sale 
value of the house. 

On the inside as on the outside. color can be em 
ployed to change proportions or single effects. A fee] 
ing of spaciousness can be achieved by painting all 
the rooms in a small home the same color. To make 
a room seem larger, use the lighter colors pale 
blues and grays. To make it smaller use darker shades 

forest-green and steel-gray, Additional spacious 
ness can be g gained by painting the molding and wood 
work the same color as the walls. 

To make ceilings appear higher, paint them white 
or a pale pastel; to make them lower, dark color 
should be used. If one of the rooms gives the appear 
ance of being too square, the effect can be changed by 
painting two of the walls different colors. A narrow 
hall can be made to look wider if the two end walls 
are painted a brighter color than the side walls. 
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These Offices 


Encourage Sales 





Modern and functional as tomorrow are the com- 
pletely remodeled headquarters of the Indiana- 
polis Real Estate Board. The offices offer a myriad 
of ideas to the realtor who wants a location struc- 
turally designed for efficiency and comfort, rooms 


into which he will be proud to invite his clients 


Workroom designed for the highest functional use 

contains mimeograph, addressograph, folding and 

postage machines. Built-ins, which cover one entire 

wall, hide generous storage space, prevent clutter 
Swedish modern lines of this streamlined reception desk give the 
area a feeling of spaciousness. A cherry red Formica counter top 
and permanent planting spell welcome to each client. White oak 
walls and colorful paper strike a pleasing contrast to the highly 


polished mahogany paneling used on walls and reception counter 


Directors’ and committee room, 
handsomely paneled in Philippine 
mahogany, is convenient to the re 
ference library. Modernfold door 
offers privacy in both sections and 
can be pushed back against the of 
fice wall when more space is needed 
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MODERN management de 
vartment calls for more than 
the eee rent collector armed 
with a stub pencil and a receipt 
book. Basic to management success 
is a system of forms, each designed 
to do a specific job with a mini 
mum of red tape. 

Dolan Company, Realtors, has 
developed a set of forms which 
permits the St. Louis firm to take 
over a new account quickly and 
efficiently, and handle every phase 
of management from modernizing 
the property to hiring caretakers. 
eProperty Information Sheet 

When the Dolan Company gets 
a new management account, the 
first thing the management de 
partment does is fill out a Property 
Information Sheet illustra 
tion). The form gives complete de 
tails about the property im an easy 
to-find manner and becomes a per 
manent part of the owner's file. 
The new account is given an a¢ 
count number and all forms and 
correspondence relating to that ac 
count is keyed with that number. 

A Number 1 rule in the man 
agement department is that all five 
members of the department must 
inspect and approve the sheet after 
it is filled out. This permits each 
member to contact each new at 
count immediately and see to it 
that his duties in connection with 
it are complied with. 


eManagement Contract 

Just as soon as the information 
sheet is filled out, the management 
contract is executed with the own 
er (see illustration). The account 
number and other pertinent de 
tails appear at the top. 

The contract is concise, yet com 
prehensive. Item (1) states the 
agreement in clear terms. Item (2) 
gives the manager's duties, while 
item (3) states the owner's obliga 
tons. 

One copy of the contract is sent 


(see 


34 











No matter how streamlined your management accounting procedure 


may be, there are myriad details which must be handled in such a way 


as to keep your tenants and owners happy and your management de- 


partment operating in the black. Well-planned forms can do that job 


to the owner and the other retained 
for the department files. 
e Department Memo 

The accounting, insurance, and 
addressograph departments and 
the cashier are immediately noti 
fied of the new account by means 
of a simple typewritten memo. The 
property's address and account 
number appear at the top. A typi 
cal message reads: 

“As of this date we will manage 
the above property in the name of 
John Doe. This is a 16-family 
apartment with four stores on 
ground floor. Total rents per month 
are $5,000. Janitor gets $100 per 
month S.S. #1999-56-2318 


out in detail and when 
(1f property is furnished a 


This form must be filled 
of the owners file 


ACOOUNT NUMBPR: #150 
‘i 
| 
| 





Address: 6L01 Harper Avenue 


PROPERTY St. Louis tones 11 


City blocks 6 Lots 30 Subdivision 





Nanet Francis I, Smith 
‘Macon 
Address: 756 Church Street 


= 


Citys 
= - 


St. Louis sone: 10 


Phone numbers Buss CE lll] Homes 


Type: six family brick apt. 


TYPE OF No. of Rest 1 Storest none Total 
| PROPERTY fF 
Total 


‘PA papers: yes Leases: nc 


Namet Henery Moory 


Address: 6401 Harper Avenue (Baseme 


EE 





Salary: $30 Per Mo., How Often: 1 & 








Makes Idea) Fuel: 3/l ecrs, 
ioe onctles : 


Fuel bought from: City Ice and Fue 





$8000, Tor Dolan Co, 
6,01 Manchester Avenue 


Due dates 15th ea, month 


Social Security: 22-43-7800 Phone: DE L177 


Typet Steam-Stoker (Iron firemen) 


name Joe Hayes. (W-4 form en 
closed.) Credit: J.G.M. Signed, 
T. J. Weber, Mgr.” 

e Tenant File Card 

A 3x 45-inch file card is filled 
out for each tenant giving tenant's 
name, account number, address. 
business and home phone, amount 
of rent and date due. lease or no 
lease, owner, type of property, and 
date rent starts. This is placed in 
a file for future reference. 

A similar card is filled out for 
the owner. It shows address of 
property and account number, 
total rents. owner’s address and 
phone numbers, amount of repairs 
to be made, name of salesman who 


Property Information Sheet 


a 


PROPERT: MANAOPMENT INFORMATION SHEPT (for use on walk up type buildings only) 


Dates June } 


signed by each member of the department it is t 
inventory must be attached), 


Management Co 
, = pao 
| Liabilitys Yes 


INSURANCE } 
Limits: 50/100 
+ 


bys 


' Amounts 
} 


$608,28 T 


| Dates City 


Refrigeratica: 


i 
| Elec: Yes 


DB 1166 


; Cooking Stove: 6 Make: 


| Water Meater: Yes 


| 
} 
Units: 6 | Spe ial 
Ls 
Rentss 33¢ . [Awningss Yes Company: 
low to be completed in Office: 
ABB. AB Butt iil 
| Wottly: 


ConYes Flec.Co:Yes Water Co:Yes Ot 


nt) 
) Owners 


15 Tenants: 


3 yrs. old Form lettersrYas 


, } Memo: Mies Eeli, Ac 


| Lease tickler mde: Credit: 


ntract expiration deter May 31 


Exp. 


or Countys 


Gass Yes Water: Yes 


Ind. 6.8. 


1952 


be placed in back 


1957 


Fed, Mutual 


date: May 31/56 


be paid by uss yes 


City 
thertnone 
Make: 9.8. Boxes 


Magic Chef 


Make: Baldwin 


service contracts: Awnings 


Dillman 


nert 


Pile:Yes CardsiYes Plate:Yes Statement:Yes 


Wiite Cards:Yes Yellow Cards:Yes Bills:Yes PlatesrYes 


Jos. Phillips 


Tsalesman) 


| Approved: TJw xX JOM xX 


ter 


See Back for remarks: 
— 


PUL & 


4 











FORM #1 








cee ex 


inting Dept,Chasier,Ins,Dept,PM File 
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MANAGEMENT CONTRACT 


EMENT t f June 


Francis X. Smith 
DOLAN CO REALTORS 


} 
t t ' ta th 
i em ec 1 


Pru 
601 Harper Avenue 
c 


31 


Hollywood 
St. Louis Se 
June 1952 


MANAGING AGENT. in 


VW 
\ 


tt 
a 


he PRINCIPAL, ; 


rthe 


SS WHEREOF nt in 


pa 
T.J. Weber 


KOLA 


7PM. 





vings 


r 
Managing Agent shal 


1952 


s Man 


Prine 


manager and agent 
Apartments 
eof Missourt 


a“ 


ng Agent hereby ace 


pec 


ver 


nature 


tion of rents an 


lified or extended from 


rials, al 


there 


ieally ft 


of $ 


¢ property and 


nd expense 


hab 


ect th 
g Agen 
r risks as the Principal 


wr the successful oper 
s and the Managing Agent 


1¢ in full force and effect 


contrary should be served 


tors, administrators, suc« 
duplhe 


Francis X, Smith 


756 Church Street 


of tenant, employment informa 
tion, size of family, and business 
references, The working side con 
tains only the facts needed in keep 
ing the tenant's records 


between 


aging Agent 


Form Letters 


Tenants are immediately noti 
fied that the property has a new 
manager by means of a mimeo 
graphed form letter, Courteous but 
to the point, the letter tells the 
tenants the date their rent is due 
and the to which they 
should send it. The message reads 

“We have been appointed agents 
for the above mentioned premises 
All rents are payable when due at 
our office, 6401 Manchester Ave 
nue, St. Louis 10, Missouri. All 
matters pertaining to the building 
are to be taken up directly with 
this office.” 

Another letter is used when rent 
dates are to be adjusted to the 
Dolan schedule. In addition to the 
paragraph quoted above, it says 

“It is the policy of this company 
to collect all rents on the first of 
each month. In order to do this it 
will be necessary to adjust your 
rent which is due June 15 to the 
first of July. The amount required 
to accomplish this adjustment will 
be $30.50. Will you kindly remit 
this amount at your earliest con 
venience? Yours very truly.” 


pal and the 


nd ending at 


address 


f 
ifie @ 
ing 


1 other 


d 
obtainable 
erein agreed 


75.90 


teratiwor ar 
by 


1 make with 
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ment of 


ection of the 
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© interest 
t to the 


same 
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eOwner’s Statements 

The owner’s monthly statement 
illustration ) filled out in 
duplicate and the original is mail 
ed to the owner about the 25th of 
each month. A cursory glance re 
veals the status of each tenant im 
mediately, date rents are due, and 
what payments are made during 
the month 

At the end of the year, entries 


(see Is 


ation 


es 


ite and ha 


Delmar 166 


Phone No Tenant Control Card 


> 











Management Contract 


> 


obtained the account, date account 
received, and name of caretaker. 
This card is also for reference and 
is not used in the day-to-day han 
dling of the account 


eTenants’ Control Card 


One of the most useful forms 
the Dolan management depart 





jun | 





ment has is the Kardex control card 
for tenants. illustrated here. Filed 
alphabetically in a Kardex file, the 
card shows the status of any ten 
ant at any time and also serves as a REMARKS 

tenant application. One side of the : Sa | 


—RENT STARTED 


_Lease: None 


July 1.1952 


yRs 


_FORMER TENANT Ray R.Smith— 


__ ADJUSTMENT 


Py 





_pare pye__s. st 
card contains reference items 


name. address, and phone numbers 


t 


ipurdl t 





! | 


or 
«tre 


MINGTON RAND INC. 22 U.S.A 


atocarionGuOl Harper Avenue account #20 
Preeti bimerdaig iia tit weriinl | 











Dolan B a0 


101 Harper Avenue 1 E 
Bt. louis Missouri 
« Ben Silver 
10) 4erper Avenue 2 ¥ 
te Joules Missouri 
ir. Ted. Schmidt 3 E 
01 Harper Avenue 
ite louls Missouri 
re Alex Hoffmar 
Ol Harper Avenue 19 
te louis Missouri 
r. Alfred VeCann 
,OL Harper Ave 

oule ¥issours 

fir immer 
arper Ave, 34 


Market 


ener 


Wr. Francie T. Smith 


Misano 2610-11 


640) MANCHESTER ave 


Mowrm of Augual 


arcdware 
Moore “al 





Owner's Operating Statement 


oe 


from all 12 monthly statements, 
are transferred to the operating 
statement illustration) and 
one copy sent to the owner, The 
statement, being 19 inches long by 
11 inches high, has ample space 


(see 
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OPERATING EXPENSES INC 


for making neat. easy-to-read en 
tries. One section is devoted to 
normal operating expenses. an 
other to maintenance. one to paint 
ing and decorating, and another 
to miscellaneous expenditures. The 
miscellaneous column is used to 
record such expenditures as mod 
ernization and other expenses that 
do not logically fall into the other 
three categories. At the far right. 
the Total Expenses column is set 
off with double rules for quick ref 
erence. Near it is the Total In 
come column. and at the extreme 
right appears the net operating 
profit, month by month and the 
total for the year 


Rent Bill 

The rent bill is made out in trip 
licate the original going to the 
tenant, the other two going to the 
cashier. When the cashier receives 
the tenant’s check and statement. 
she detaches the accounting de 
partment form and it is posted on 
the Owner’s Statement and the 
other copy is returned to the man 
agement department showing that 
the rent is paid. 


elnspection Check Lists 

Aside from the accounting forms 
used by the Dolan Company, one 
of the most important forms is the 
property inspection check list 


ach property 1s inspec ted weekly 
by a member of the management 
department and the inspection re 
port filled out in duplicate. It lists 
all important portions of the prop 


erty from the front lawns and 
hedges, the hallways, furnace 
room, and windows to the fire es 
capes. Instructions at the head of 
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the list read: “The following items 
are called to your attention for 
iramediate correction. If there is 
any question, kindly contact the 
inspector.” 

After the 14 check points listed, 
the form points out to the care 
taker that a return inspection will 
be made. A space is provided for 
the inspector's signature and for 
remarks about the over-all condi 
tion of the property or special in 
structions io the caretaker. 

A more comprehensive inspec 
tion report is made semiannually. 
It uncovers the more extensive 
maintenance problems and = can 
point up the need for moderniza 
tion of the property. 

Major areas listed for inspec 
tion are exterior, tuckpoiting. 
caulking. painting, entrance hall. 
stair hall, boiler, basement, and 
miscellaneous. Every possible item 
is listed under each area. For ex 
ample. under the miscellaneous 
list are the following items: stoker, 
hot water heater. oil burner, gas 
furnace, fuel supply, vacuum 
pump, sump pump, ventilating sys 
tem, refrigerator equipment, twin 
switches, laundry room, janitor 
quarters. supplies. screens, awn 
ings 


elnstructions to Caretaker 


Instructions to the caretaker are 
mimeographed on an 81% x 11-inch 
sheet and posted in a conspicuous 
place on the premises. Tenants as 
well as the caretaker can read the 
instructions at any time and will 
know what they can expect from 
him. This system minimizes com 
plaints amd misunderstandings. 
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George F. Anderson's Open Forum 


Dear Mr. Anderson 


“We have a rough snag in our 
business in this state which is the 
requirement to have all commis 
sion agreements in writing and 
signed by the seller, or no legal 
right to said commission for our 
work though it has been fully and 
honorably earned. 

“The lawyers point to the Stat 
ute of Frauds effective in this state 
for this ruling. I noticed in your 
column some time back some refer- 
ence to this right of real estate men 
to their commissions in special 
situations and you specifically ex 
empted those states with this stat 
ute in effect. 

“This is my question: How 
many states have this restriction 
on the business and what can be 
done to eliminate it in our state? 
I would like to get our board active 
on this work, if there is something 
to do about it.” 


[.. R. Haiman 
Port Orchard, Washington 


I don’t know exactly how many 
states require a listing to be in 
writing. In all events it is a minor 
ity. The only way to get it changed 
is to have the legislature repeal 


that part of the statute. This would 
be a hard job because you knou 
how difficult it is to get legislatures 
to act. Better grin and bear it 


Dear Vir. Ander son 


“Personally | want you to know 
that I read and enjoy your article 
more than any other item in the 
JOURNAL 

“Furthermore, everyone to 
whom I speak of the JourNAL and 
who are taking it, state practically 
the same words. For instance some 
folks from Bakersfield, California, 
when asked what they value most 
in the Journar, replied, “That ar 
ticle with the arm bringing down 
the hammer. “The Law Says” 

“There several old timers 
here who are under the impression 
that when they tell you about a 
piece of property for sale or lease, 
you are obligated to them to deal 
through their office for the balance 
of your life or the duration of your 
existence or business. This regard 
less of the fact the owner may con 
tact you either orally or in writing, 
listing the property with you. 

“In two recent cases, my clients 
requested that I accompany all 
brokers with their prospects when 


are 


they come to show their property 
NIv chents 
brokers burst in 
owned. the place We don’t like 
the attitude of so-and-so. and in 
the future you come along or bring 
them yourself’ 

“Very few real estate brokers are 
attorneys. and | sure nearly 
broker is interested in your 
interpretation of that deal 
with or pertain to real estate trans 
actions 


these 
here as if they 


say, “Some ol 


am 
every 


Cases 


Harry L. Stellmacher 
Los Angeles, California 


I know of no law that prohibits 
a cooperating broker from accept 
ing a listing of a property after 
the original listing has expired 
The loyalty of the cooperating 
broker to the original broker ea 
pires with the listing. There may 
where it would not be 
good business, or even ethical in a 
broad sense for a cooperating brok 
er to accept such a listing, even 
though it would be within the lau 
Our correspondent is indignant 
over “Old Timers” who think that 
a cooperating broker owes them 
loyalty for life making a life list 
ing. His suggestion of not barging 
in on owners is a good one. 
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TWO TAXPAYERS FORMED 

partnership in 1936 to acquire 
and improve real property for sale 
and profit, and to carry on a gen 
eral construction business. During 
1937 and 1938, they erected and 
sold dwellings on four lots. Before 
they erected the dwellings, there 
was a residence on one of the lots. 
It was extensively repaired and 
improved by the partnership. In 
the latter part of 1937, one of the 
partners moved into the house and 
continued to live there until its 
sale in 1943. The loss on sale was 
allowed by the tax court because it 
was evident the property was pur 
chased and improved for sale to 
the trade and the taxpayer lived 
there to protect and look after 
other properties nearby. (‘Tillotson 
V Comm., TC Memo, 2/19/53). 


CAREFUL CONSIDERATION 
should be given to the type of as 
sets an individual or partnership 
transfers in changing the form of 
the business organization to a cor 
poration, A recent experience dis 
closed that marketable securities 
were part of an individual propri 
etorship assests incorporated in 
1946. The market value of these 
securities had declined over the 
past six years. The corporation, 
needing working capital, sold the 
securities at a loss. This is a capi 
tal loss and can be used only as an 
offset to a capital gain by the cor 
poration. It can, of course, be car 
ried forward to the five succeeding 
years Which now provide an oppor 
tunity for it to be used as an offset 
to capital gain, In this particular 
instance the chances were remote: 
Since the individual owner of the 
securities at the time of incorpora 
tion received no cash, he could have 
carried them in his own portfolio 
of investments and used the loss to 
a good advantage. A contrary ex 
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H. WELTER, Tax Editor 
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ample: A corporation may sell the 
assets used in its trade or business 
at a loss and take the full loss in the 
year of loss against ordinary in- 
come. An individual doing the 
same thing must consider such a 
loss a capital loss and handle in ac- 
cordance with limitations for that 
class of income. tax pur- 
poses. 


LEGAL EXPENSES PAID TO 
decrease expense are not an ordi 
nary and necessary expense paid 
for the owermong of income. (Jr. 
v. TC 2/24/5 The facts are: 
Taxpayer was a trustee of an es 
tate from 1913 to October 1948. He 
asked the Pennsylvania court to 
reduce the interest on a trust for 
which he was liable, from 5% to 
3%, for a period fixed in 1932, The 
court granted the request. The at 
torney fees for service in connec 
tion with the reduction of interest 
were $7500 and were paid in 1949. 
‘Taxpayer claimed them as a de 
duction in filing his 1949 return. 
He argued that a reduction of an 
expense is a creation of income. 
but his argument was rejected by 
the tax court. 


DURING THE ADMINISTRA 
tion of an estate, the estate’s in 
come was credited to the accounts 
of the beneficiaries. The tax court 
ruled that such credrts were tax 
able income to the beneficiaries 
even though they were not aware 
of the facts. The court found that 
the credits were real and were dis 
tributable from available assets of 
the estate. (IGOR. TC Memo 


2/27/53. 


SHOULD YOU TRADE-IN, OR 
sell equipment used in business? 
Uncle Sam is a silent partner in 
your business. He wants you to be 
economical and thrifty. Solemn 
consideration, therefore, should be 


loss for 
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given to the tax benefits which may 
accrue from the proper handling of 
the changes which you may be 
compelled to make in replacing ob 
solete or inadequate equipment 
used in your business. Will you 
trade it in on new and modern 
equipment, sell it outright to some 
one who has greater need for it, or 
buy new equipment? You may 
sell equipment used in your trade 
or business at a loss and take the 
full loss, or you can sell it at a gain 
and use the capital gain privilege 
under Sec. 117 (j) IRC. If you 
trade old equipment for new you 
merely adjust the book value of 
the new to equal the net invest 
ment in the old and new equip 
ment. Some factors governing 
your decisions are: 1) Taxpayer's 
current and future income possi 
bilities; 2) Is book and resale value 
of old equipment high or low; 3) 
Is it worth more on a trade-in than 
if sold direct; 4) How will the sale 
at a loss or at a profit affect the 
current tax position; 5) What 
benefits may be derived from a 
higher depreciable value on the 


books? 
STOCKHOLDERS WHO 


employees of a closely 
poration may take advantage of 
an opportunity to increase their 
estate, and provide tax benefits to 
their corporation. Since and in 
cluding 1951 an employer can 
enter into a contract with an em 
ployee by providing for payment 
of death benefits up to $5,000 to 
the employee’s beneficiary. 


ARE 


held cor 


For income tax purposes, the 
payment is deductible by the em 
ployer and the proceeds are tax 
free to the beneficiary. 

The corporation can protect it 
self from a loss of its cash by in 
suring the life of the employee for 
an amount equal to the death bene 
fit. The proceeds of such insurance 
to the employer is also tax free. 
The premiums paid, however, are 
not a deductible expense for tax 
purposes 


IF PROPERTY AND BUILD 
ings thereon are purchased and the 
buver’s intentions are to demolish 
the buildings and remove them 
from the premises, the incurred 
expense is additional to the capi 
tal investment. (Dunham Realty 
Corporation, DC, SC). If the prop 
erties were purchased for invest 
ment, with no thought of razing 
the buildings at the date of pur 
chase, the expense of demolishing 
the buildings at a later date would 
be allowable as a deductible loss. 
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Is Economic Disaster Ahead 


for Our Cities? 


Many more people are moving out of our major cities than are 


moving in. This migration will reap high taxes in suburban areas, 


By Pror. W. L. C. WHEATON* 


Department of Regional Planning 


Harvard University 
| | RBAN land derives its use and its value from the 
processes of urban growth. As the structure of the 

city changes, as populations increase and move, land 
values and land uses change. We need much more 
knowledge. much more research on these relation 
ships in urban growth and structure. We also need a 
much wider understanding of what. is presently 
known concerning trends in the development of our 
cities 

The most impertant current trend in urban growth 
is the decentralization or dispersion of urban popula 
tion. Our great metropolitan areas Continue to at 
tract people, continue to grow. But internally they 
are bursting at the seams. If recent population trends 
continue, most of the largest cities of the country. the 
central cities, will lose population heavily during the 
next decade, while their suburban areas grow steadily 

During the 1930's four of the nation’s largest cities 

Philadelphia, Cleveland, St. Louis, Boston 

actually lost population. The high birth rates of the 
last decade resulted in population increases in these 
and all of our other largest cities. These increases have 
concealed a significant fact. During the last decade 
more people moved cut of our central cities than 
moved into them. Let me illustrate: During the last 
decade it is estimated that 620.000 persons moved 
into New York City, During the same decade 750.000 
persons moved out of the city, 10°, of its 1940 popu 
lation. As a result of these migrations. New York 
would have lost 130.000 in population during the 
last decade. Because of a high birth rate. however, 
New York enjoyed a natural increase (i.e. an exce 
of births over deaths) of 580.000 people. which pro 
duced a final population increase of 450.000 people 
for the decade 

Now the high birth rates of the forties will not con 


*Professor Wheaton’s remarks are taken from his address 


at 
the 45th annual convention of NAREB 
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but may result in poor services. Meanwhile, serious damage is in 


the offing unless we stop decentr lization from being depopulation 


tinue in the fifties. During the next decade natural 
increase in New York may produce something over 
300.000 persons During the ne with 
luck, we will not lese five years of residential build 
ing as we did in World War IL. New York's builders 
should produce 800.000 more homes in the next 10 
At least 500.000 of these homes will be built 
in the suburban areas of New York. This would per 
mit 1.000.000 or more people to move out of the city 
| he two factor 


«t decade ome 


years 


of declining birth rate and suburban 
building could combine for a population decrease of 
WO0.000 or more during the next decade. Any city 
hat 750.000 people have wanted to leave should loo! 
to its laurels 

Very relationships exist 
cities of eight of the nation’s 


similar in’ the central 
12 largest metropolitan 
areas. Using a very rough approximation of natural 
increase, the net out-migrations in other cities during 
the last decade may have been: Boston— 100,000 
Chicago—150,000, Philadelphia-—60.000, Pittsburgh 

60.000, St. Louis — 40.000, Cleveland —60.000. In 
eight of our largest cities, population growth was le: 
than natural increase alone should have produced 
curing the last decade. In many of them a decline in 
birth rate alone will produce absolute decreases in 
population. In all except four, a continuation of high 
levels of suburban building will produce substantial 

I might say serious — declines in population 

Why do more people leave these cities than move 
into them? The reasons are abundantly obvious in all 
of them. They are obsolete, dirty. crowded, expensive 
They have lost their appeal to the American people 
and are being deserted by as many familie can 
afford in favor of the suburbs. The 
average rate of growth of the 12 largest central cities 
of the country 10) that of their 
+5 


decentralization 


as 
to leave them 


was only suburbs 


was ove! 


This of 


(Please turn to page 42) 


population also result 
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By GEORGE F. ANDERSON 


AN objection that often arises in 
‘connection with deeds is that 
of identity of the 
grantee 

The grantee may live in Evans 
ton. or some other suburb. and 
thoughtlessly take it for granted 
that he lives in Chicago, and makes 
out the deed accordingly. When he 
sells that property and it appears 
that he lives in Evanston, we have 
the objection “It appears that the 
John Doe, who took title to said 
property in 1940, resided in Chi 
cago, Ill. but the John Doe who 
conveyed said property by deed 
dated June 9, 1947, resided in Evy 
anston, Ill. Their identity should 
be established.” 

This objection can be cured by 
affidavit, showing that there was 
an error in the first deed and that 
they are one and the same party. 
The question of identity often 
arises over a discrepancy in the 
spelling of the names, or in one 
deed only the initials are used and 
in another the full name is used 

In the case of White vs. Bates 
234 Ill. 276, one of the parties in 
the chain of title took title as S 
Durley and G. T. Gorham, and 
conveyed as Samuel Durley and 
Gardner T. Gorham. The deed was 
so old that evidence of identity 
could evidently not be obtained. 
but the abstract showed several 
conveyances of portions of the land 
from “Samuel” Durley to “Gard 
ner” ‘T. Gorham. The court con 
sidered this sufficient to establish 
the identity 

It said: “This evidence, while 
not absolutely conclusive, is, in 
our opinion, sufficient, when con 
sidered in connection with the 
lapse of time since these deeds 
were made, and the further fact 
that neither S. Durley nor G. T. 
Gorham, nor anyone claiming ad 
versely by, through or under them 
or either of them, has ever set up 
any Claim of title to these premises 
since the conveyances made_ by 
Samuel Durley and Gardner T. 
Gorham, to warrant the conclu 
sion that S. Durley and G. 'T. Gor 
ham are the same identical persons 
who conveyed the premises by the 
names of Samuel Durley and 
Gardner T. Gorham.” 

The objection would have been 
avoided if the grantors had con 
veved as “Samuel Durley and 
Gardner T. Gorham, who took title 
as S. Durley and G. 'T 


grantor or 


Gardner.” 
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How can an objection to the identity of the grantor or grantee in a 


deed be corrected? Can a landlord be held liable in tort for not 


mentioning what he didn’t know? Our legal editor supplies answers 


T is the duty of a tenant to keep 

the premises occupied by him 
in repair, and the landlord is not 
liable to any person who is injured 
by reason of the premises being 
in disrepair. 

This prin iple suggests the ques 
tion as to whether or not it ap 
plies if the condition of disrepan 
existed at the time the lease was 
made. The answer is that this 
does not change the principle, ex 
cept where there is a hidden de 
fect actually known to the land 
lord. 

In the case of O'Malley vs 
Twenty-five Associates 178 Mass. 
955, the court said: “No doubt 
a duty to take reasonable care to 
secure reasonable safety might be 
imposed upon the landlords on 
grounds of policy, irrespective of 
the condition at the date of the 
lease. But we see no. sufficient 
reason for departing from the gen 
eral rule when we consider the re 
lation of landlord and tenant from 
the point of view of contract, and 
if there is no imphed undertaking 
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to give the tenant more than he 
hires, we can see no ground for 
holding a landlord liable in tort 
for not mentioning what he did 
not know. The only extension of 
liability beyond this limit is m 
the case of hidden defects actual 
ly known to exist. As the land 
lord makes no contract concerning 
the condition of the premises at 
the time, the only ground on 
which he can be held is that he 
unconsciously is leading the other 
party into a trap.” 


N the case of People vs. Weber, 

164 Ill. 412, our Supreme Court 
held that neither the wife of the 
owner, nor the holder of a mort 
gage against the property, were 
necessary parties in a tax forfel 
ture a AE ate suit. This is so 
contrary to our ideas of the law 
that lawyers pay no attention to 
the case, but there it is, staring us 
in the face, and arousing our 
curiosity. Perhaps you can see 
something in the case that I didn’t 
see. and an explanation will take 
a load off my mind. 
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Jimmie Taylor is vice president and manager of the 
real estate and building department of The Develop- 
ment Company, Inc., of Fort Smith Arkansas, with 
branch offices in Monroe, Louisiana, Tulsa, Oklahoma, 
and Texarkana, Arkansas. A member of the Realtors 
Washington Committee and vice president of the 
Arkansas Real Estate Association, he is also on the 
board of directors of the Arkansas Chapter of the 
National Association of Home Builders. He is a candi- 
date of the American Institute of Real Estate Apprais- 
ers. On a local level Taylor is active in civic and 
business affairs as a member of the Chamber of Com- 
merce and a member of the board of directors of the 
Fort Smith Multilist Service, as well as president of 
the Fort Smith Real Estate Board. 


“PERFECT HOME Magazine keeps us in touch 
with community leaders.” 


Says Jimmie Taylor, Fort Smith Realtor-Builder 


AE ARE GLAD to give Perrect Home Magazine its share of the 

credit for our continued growth in the real estate business,” says 

Jimmie Taylor, vice-president of The Development Company, Inc., 
Realtor-Builders of Fort Smith, Arkansas. 

“Perrect HOME introduced and welcomed our company into the 
homes of Fort Smith’s leading, influential citizens. By being associated 
with a magazine of such distinctive ideas, we enhanced our reputation 
as choice property brokers and have built and sold hundreds of the 
finer homes in our city.” 

We, the publishers, like to think such praise is the logical result of 
what our concept of Perrecr Home Magazine — the “background 
salesman’ — should be and do for its sponsors. In its editorial prepara- 
tion we strive for the utmost in quality, thoughtfulness, beauty of 
handling, and authenticity. 

Each month our staff of experienced writers, editors, and artists 
comb the nation for the best in home construction, design, and decora- 
tion and we present this as the sponsor's own story. Perrect Home 
Magazine is national in scope but local in application. 

By spreading editorial, art, and other preparation costs among its 
users throughout the nation, and by sharing the local reproduction and 
mailing expense with selected, reliable local building factors who 
benefit from it, costs to everyone are nominal. 

A limited number of exclusive, annual, renewable franchises are 
still available to leading real estate, home building, and home financing 
organizations of unusually high qualifications. If interested, address 
your inquiry to 
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STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 





Disaster 


(Continued from page 


Economic 


s9) 


from the fact that we are building over a million 
units of housing a year, and from the fact that two 
thirds of these homes are being built in suburban 
areas. The current rate of building is pulling people 
out of New York City at the rate of 60,000 per year 
If continued, it could reduce New York City’s popu 
lation by 8%, in the next decade. Boston could lose 
100.000 people, or 13%, of its population, by 1960 if 
present trends continue 

This decentralization is occurring in most of our 
largest cities. The current rate of decentralization in 
any city can be approximated easily from available 
population and building statistics. Let me use Boston 
as an example. In recent years we have been build 
ing 1.500 homes per year in the city of Boston, 
enough for 4.500 people, In Boston's suburbs we have 
been building 9,000 homes a year, enough for 27,000 
people population has been growing at a 
rate of 17.000 people per year. Clearly people are 
moving out of the city at the rate of about 10.000 to 
14.000 per year. | appreciate that undoubling. con 
versions, and reduction in family size will modify 
these figures slightly, but not, I think significantly. 

Viewed in another way, Boston is not replacing 
its existing supply of housing. Boston’s 225,000 dwell 
ing units are wearing out at the rate of at least 4.500 
units a year, assuming a 2%, depreciation rate. These 
worn-out dwellings are being replaced by only 1.500 
new units. Even if we include converted units. the 
rate of replacement is lower than the rate of deteri 
eration and mu:t eventually reduce Boston’s popula 
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tion. We urgently need some replacement reserve 
accounting for Gur urban areas 

The significance of these trends is obvious. Our 
largest central cities are losing population at a rapid 
rate. These losses of population mean declining retail 
business, declining property values, and probably ris 
ing urban costs. The duration and extent of this de 
centralization process is unknown. 

People are leaving the city because it isn’t fit to 
live in. They demand and will get a better environ 
ment for living. for working. and for recreation. The 
present depopulation of central areas can be slowed 
only by drastic improvements. All that we can do in 
urban redevelopment, in neighborhood conservation, 
in neighborhood rehabilitation, in park and highway 
planning all that we can do will not stop the de 
centralization We can, however, prevent 
decentralization from becoming depopulation. We 
can avoid serious damage to our urban economy if 
we can make our cities more efficient. more pleasant. 
more livable. It will require far greater efforts than 
we now realize, far more comprehensive replanning 
than even the most advanced of today’s programs. 

Suburban growth presents equally serious prob 
lems. During the last decade the population of sub 
urban areas increased by nine million people. ac 
counting for half of our national population growth. 
The population of these areas increased by one-third 
in ten years, and by 50%, or more in many metro 
politan districts. It is particularly interesting to note 
that the increase occurred more heavily in the out 
lying and often unincorporated parts of the suburban 
area. The city is being diffused, scattered over the 
countryside. Urban areas now being built will have 
very low densities, 50°, lower than those of 
older urban areas. They will have very large amounts 
of vacant land. 

This diffused and unplanned pattern of residential 
development will produce some unanticipated conse 
quences during the next decade. Many suburban 
areas will reap a harvest of high taxes and poor sery 
ices from their current crop of subdivisions. Scattered 
developments cannot be served economically with 
water, sewer, and roads. They cannot sup 
port neighborhood shopping centers. Few residential 
properties can support the municipal services which 
they require. Tax rates may therefore rise to unan 
ticipated levels, and even then the quality of services 
may be poor. 

These are problems of scattered suburban growth 
They will not stop the strong tides of decentralization 
which are based upon the desire of most Americans to 
own a home in pleasant surroundings. Rather, these 
problems may necessitate a much more comprehen 
sive planning of suburban areas in anticipation of 
residential growth, the further sharing of state-col 
lected taxes, efforts to encourage industrial and com 
mercial development in the suburbs to add to the tax 
base, and finally, efforts to channel suburban growth 
into more compactly developed communities. 

In conclusion, let me repeat two major points. We 
are building a million or more homes a year. We can 
afford, with peace, to build a million and a quarter 
or a million and a half. This means that each year 
we will move from a million to three million people 
out of our central city areas. This means that our 
central cities could lose from 10° to 25% of their 
present population within a decade. This means vast 
readjustments in industry, in commerce, in retail 
trade, and in transportation, It challenges us to build 
a better suburbia, and to rebuild a better city. 
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Planning For Industry 


(Continued from page 30) 


be called upon. It is up to you to make sure that your 
city or area continues to expand industrially and that 
your industrial potentials are properly used 

Industry isn’t like Topsy. It doesn’t just grow any 
more. Hard, economic facts control plant location 
Often a company has a choice of several suitable 
locations for a new branch plant. a new warehousing 
or distribution center. 

It is here that your influence counts heavily, If 
your city has no planned industrial sections, no open 
industrial land. you are going to be out of the picture 
automatically. Most corporation executives feel-—and 
rightfully—that life is too short to buck antiquated 
zoning ordinances, punitive tax laws, or community 
indifference or even hostility 

Jelieve me. I know. 

Pittsburgh is a shining example of building Ameri 
ca better. We are building a new state park in our 
golden triangle, where the Allegheny and Monon 
gahela form the Ohio river. Five giant new office 
buildings, costing more than $70 million are being 
completed above the Point Park. Five new garages 
which will park 3.800 cars, are being built in this 
area. A $100 million dollar Penn Lincoln Limited ac 
cess highway is being built around our golden tri 
angle. Our $30 million greater Pittsburgh airport was 
opened this summer. More than a billion dollars has 
been spent in industrial expansion since the end of 
World War IL. 

To make this expansion possible, we had to make 
room for it. Twenty acres of slums. for instance. 
were cleared for Jones and Laughlin’s new $100 
million Pittsburgh works. I think this is the really 
significant point of the Pittsburgh story. 

No large plans can be made without industry. for 
ours is an industrial civilization and, more and more, 
industry is coming to have a universal application. 

Industry must be protected. Actually, industry 
likes to be as exclusive as the most exclusive residen 
tial area in your city. Companies need room in which 
to expand their plants. It has to be made available to 
them or you will eventually lose the plants 

By and large. factories and housing don’t: mix 
Don’t be misled by the beauty of a modern plant 
and many of them are beautiful and try to make 
it a community center, like a city hall. If it is possi 
ble. have a protective strip around your industrial 
area, so your fac tories won't be heckled by home 
owners. 

Generally. land that is suitable for industry is not 
good for residential development. At least I don’t 
think most people want to live along a railroad right 
of-way, or near a gas storage plant or a heavily travel 
ed truck route. 

In summary, we are experiencing a tremendous 
industrial expansion today, that affects every area 
Industry is not only decentralizing. but our great in 
dustrial regions are being expanded, too. 

Much of the present growth is for basic industries 
suilding America better is going to depend on and be 
possible because of future expansion of secondary 
industries. 

What happens to your city and your area is up to 
you. You have a responsibility in getting proper zon 
ing ordinances which protect industry and which set 
aside sections for industry alone to make the most of 
our land resources. 
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For Brokers — Agents — 


Builders — Home Owners 


KEEP LEASES, DEEDS, 
MORTGAGES, PAPERS 
Orderly and Safe 
ina 


VALUABLE PAPERS 
PORTFOLIO 


Beautiful! Useful! Durable! 
IDEAL GIVE-AWAY PREMIUM 
OR BUSINESS GIFT 


Ihe black, 4-fold cover of this 
strikingly attractive Portfolio 
for keeping valuable papers at 
home or at office is made of 
TEXON. The strap is made otf 
Plastic material that cannot tear 
or break 


LASTS A LIFETIME 


lor your own use ut means having 
your valuable papers im proper 
order im a convement Porttolo 
As a give-away uw means a Iife 
time of goodwill and advertising 
value to your firm. Each portfolio 
contains 10 heavy kraft envelopes 
with useful record form print 
ed on each envelope. Size 11'4 
x 514 
PRICES 
1 to It Portfolios only $1.25 each 
(including shipping charges) 
12 to 49 Portfolios 
50 or more Portfolios 


only 95¢ each 
only 89¢ each 
Prices on quantity orders of 12 or more Portfolios are F.O.B, New 
York, shipped on open account to rated concerns, Please send ve 
mittance with your order for less than 12 Portfolios 

On orders of 25 or more. we will gold stamp your or your fem's 
name and addre et {-line maximum on the bottom of the 
cover, at no extra charge. It pays to keep your name before your 


customers 
MAGNUM MFG. CO. 
655 Sixth Ave., Dept, B-2, New York 10, N.Y. 


Need Mortgage Money? 


Want to Know Where You Can 
Get It On the Best Terms? 


Pick up your ‘phone and talk personally with the men who 
buy real estate mortgages for mutual savings banks and 
insurance companies all over the United States 


All you need is 


1 a copy of our up-to the-minute compilation 
© of 527 Mutual Savings Banks in the U.S 
which have investments in mortgages 


y J a copy of our latest compilation of 400 Legal 
* Reserve Life Insurance Companies which 


buy and lend money on real estate 


Here, in nearly all instances, are the names of the men 
the mort 
gage loan officer and the head of the real estate department 


who can buy your mortgage on the best terms 


of each bank, and of each insurance company 


Big profits can be made from these two services. Their 
$14.50 for the list of Mutual Savings Banks 
$19.50 for the Life Insurance list-——only $29.50 for both 


cost is small 


Mail your order and your check TODAY to 


NEW YORK LEGAL EXCHANGE, Inc. 


ESTABLISHED 1927 


(3 ees ee a ) ee 2 ee i er ee, Pee | 
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SILK SCREENED 


PROPERTY AND FOR SALE SIGNS 
that Stand Out — Stop ‘em — Sell ‘em 


There is only ONE BEST of anything — You're no doubt paying for the best. 
Why not have it? Why not try MOORLEE? 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand — Also 
available through many local REALTY BOARD OFFICES. 


SECRETARIES Sowou'ctr'cat secs 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 





FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE. 











MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY HILLS CALIF 


Wiad 5 | 














ANNOUNCING tHe ) 


Tew 
KEY LOKBOX 


BANISH KEY PROBLEMS FOREVER 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 


A SIGN Ohi 
PROGRESS 


Permits 50% more time for actual Selling, Showing and Listing 
of Properties 


@ Only one key needed to every listing in any co- 
operative group whether there be 10 or 10,000. 

@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc. 


Perfect for any listing whether Furnished, Occupied, or Vacant. 


PATENT PENDING 


Non-duplicating keys 
furnished 


Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


Made of Durable 
Stainless Steel 


FOR FURTHER INFORMATION 


& x ¢ IVE TR 


ISPLAY ADVERTISING 


MOORLEE D 


239 N Robert t 
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Duomatic Dream 


The Bendix Home Appliance Division of the Avco 
Manufacturing Corporation in South Bend, Indiana 
has recently introduced a combined washer and dryer. 
The Duomatic is regulated by three control dials: a 


_ washer dial that can be set for any length of time. 
_a heater control that sets the temperature of the 
| water, and a dryer control that sets the desired drying 


time. The 36” wide washer-dryer fits flush against 
the wall. 


No More Bruises 

The Safety Nail Driver Corp. of Clifton, New Jer 
sey has developed a nail driver that will attach nails 
to brick, concrete or wooden walls. eliminating the 
need of star or electric drills, plugs or screws. The 
manufacturer says that the “Safe-t-matic” would be 
useful to realtors, home builders and property man 
agers in attaching signs to any type of surface. 


Best for Rest 

A quiet mechanical light switch has been intro 
duced by The Arrow Hart and Hegeman Electric 
Company of Hartford, Connecticut. The “Lifetime 


| Quiette Switch” can be installed in any position, and 


be used with both incandescent and fluorescent light 
ing. Features include a heavy bakelite body, silver 
alloy contact tips, optional back or side wiring, fully 
enclosed mechanism and Ivorylike or brown Bake 
lite operating handles. 


A Safe Slide 


The Kitchen Maid Corporation of Andrews, Indi 
ana has designed a full sized, built-in Ironette ironing 
board that slides out from a cabinet on hardwood 
guides. The cabinet has ample storage space, and 
houses the electrical outlet. Company officials say the 
“Tronette” has a firmer ironing surface than most 
conventional boards and is available in either right 
or left-hand models. 


Feather-Weight Bath Tub 


A Fiberglas-reinforced plastic bathtub that weighs 
only 17 pounds has been introduced by Strand-Plax 
Building Products Company of Birmingham, Michi 
gan. The manufacturers say the Fiberglas will not 
chip nor dent even from a severe impact. Available in 
standard sizes, installation and handling costs are said 
to be lower than for conventional tubs. 


Move That Tree 


A new tree puller that will operate on any tractor 
with a hydraulic implement hitch has been intro 
duced by the Continental Manufacturing Company 
of Kilgore, Texas. The “Tree Grubber” as it is called 
is available in two models and weighs 80 pounds. It 
can be operated safely by one man and will remove 
trees up to six inches in diameter at the rate of one a 
minute depending on the condition of the ground. 
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Not One, But Two 
New York Legal Exchange, Inc., of New York 


City publishes two directories of those who buy the 
real estate mortgages for mutual savings banks and 
insurance companies all over the United States. One 
of these is a directory of 527 Mutual Savings Banks 
in the U. S.. which have investments in mortgages. 
and the other is a directory of more than 400 legal 
reserve life insurance companies, fraternal, and as 
sessment associations which buy and lend money on 
real estate. 


Oh, So Cool | SHOW 
A new line of Unitaire Conditioners has been an- | YOUR WAY 


nounced by the Westinghouse Electric Corporation, 
Pittsburgh. Used alone or in conjunction with a forced | TO SALES 
warm air heating system, the manufacturers claim 
the units will completely condition an average size 
home. They have a hermetically sealed motor com Keow how to eswrect pecepects? 
pressor unit with a refrigerant cooled motor. Since Show them your product. That's 
the units absorb their own heat. they may be located difficult in the real estate business, 
in out of the wav plac es but you can do it with an eye-catch 
- P ing photograph, easily-readable in- 
formation both mounted on the 


Have You Heard attractive background of an Acme 


Bulletin Board. We have a variety 

The Fiat Metal Manufacturing Company of Long of appealing styles with oak, wal 

. | r . : 4 a 1 ne 

Island City, New York, has designed a new low cost ae 

<e ) : ; in sizes from 16° x 20° to 58 x 20. 

shower cabinet. Packaged in a single carton and Weies today tor cur iisenel 
weighing 135 to 140 pounds, the Polot has bonderized. folder. 

galvanized steel walls. The finish is baked-on, syn 


thetic enamel and the valves, shower head, and soap « |BULLETIN COMPANY 


dish are chromium plated. The units stand 75 inches ‘ 
high and have a reversible panel allowing installation 37 GAST 12TH STREET, NEW YORK 3, NEW VOR 


of valves at either side without drilling. 


Hob-Knobbing 


A safety knob that requires simultaneous pressing 

and twisting to turn on the gas has been developed by for 

the Patent Button Company of Knoxville, Tennessee eee eee 
- a major step in making kitchens a safer place for 


children. Made of fire resistant Plaskon material. a BUILDERS! 
product of Libbey-Owens-Ford Glass Company, the * 
sents 


knob is sold in packages of four to install on old - 
ell your #608 























cee re 


ranges. It is also being developed for use on other 
electric units. 


We can s aa 
And In The Kitchen Development. Now '!s 5 
A new. medium priced, single oven electric range time for Top-Dollar Pro ts. 


controlled by lighted pushbuttons has been introduced 
by Hotpoint Company of Chicago. The new unit, RD D CASH AVAILABLE 
17, has a 4700 cubic inch over-size oven, a super cal- | UNLIMITE 

rod surface unit, and a new plug-in heating unit that LG . 


circles the entire oven floor. Also included are a two WE HAVE THE INVESTORS 








speed electric time measure. full length fluorescent 
light, aluminum broiler, a timed appliance outlet. | 
and three storage drawers. 


the Record of Successful Achievement—and the 
“Know-How” to close Stock Sales on the basis 
most advantageous for you! 





Rust No More 


Paint Corporation of America in Cleveland has 
announced the addition of three new colors to their 
anti-rust line light gray, oxide red, and chrome 
green. The manufacturer states this paint can be ap 
plied right over rusty surfaces without wire brushing. Kislak Bidg., Journal Square, Jersey City, N.J 
scraping. or sandblasting and without the. use of a JOurnal Square 2-7 100 
primer coat of any kind. PCA paints are said to ab REALTORS... INVESTMENT SPECIALISTS 
sorb surface rust. penetrate to the clean metal be BUILDERS: Phone, write, telegraph for appointment at your convenience 
neath, and seal it against further rust or corrosion. 


FOUNDED 1906 
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bet Greater Results 
trom Your Ad-Dollars 


HOW TO WRITE PRODUCTIVE 
REAL ESTATE ADS shows you 
tested techniques for making ads 
pull more and better inquiries. 

Now in its second printing. 
NOT a pretty book: poorly 
printed, badly bound. Simply 
128 44%"" x 74%"" pages of brass- 
tack suggestions for making 
your advertising do more for you. 

Owners lavishly praise it. 
Helps write ads that make you 
real money. 

Rush check for $2.50. If you 
don’t think it’s worth every pen- 
ny, return within 7 days and we'll 
send back your money. Order 


NOW. 
ro 


PUBLISHER 
2900 NW. 79th St. Miami 47, Fla. 


Howard Parish, Publisher 
2900 NW. 79th St. 
Miami 47, Florida 


Here’s my check for $2.50 for a 
out of HOW TO WRITE PRO- 
DUCTIVE REAL ESTATE ADS. 
If not fully satisfied, | have the 
privilege of returning the book 
within 7 days for full refund. 


rc 
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Before Hobart Brady died, he rzauzsted that a real estate book fund 
be set up in the Friends University Library in his home town of 
Wichita. To date his friends in the industry have accumulated 
more than $1,600 for the fund. If you wish to contribute, the 
Journan will be happy to pass your donation along to the keepers 
of the fund 


What's this we hear about satisfied customers bzing your best source 
of business? We all know that they are. but we can’t sit idly by and 
expect them to keep recommending us to their friends year after 
year. We have to do something to make them remember us per 
sonally. A Pennsylvania realtor-builder told us last week he sent a 
saleman out to call on families that had purchased homes from him 
a few years ago. Well, to the salesman’s and the realtor-builder’s 
consternation, not one of the families remembered the salesman! 
[hey remembered the company name, but somewhere along the 
line the human side of the picture had faded. Needless to say. that 
realtor builder is now putting forth more effort to keep this part 
of the picture in focus 


Keeping in touch with former customers is becoming increasingly 
important. Selling is definitely getting tougher. The trend has been 
with us for some time, but we're now seeing more of a downturn 
in prices and demand for older, existing houses. There are more of 
them on the market, and it’s going to take creative, aggressive sell 
ing to get them priced right and to find buyers. Reports indicate a 
drop of 5% to 10% on used home prices in most cities, and there 
are as many as 30% more of them on the market in several areas, 


A popular idea among home owners is that their homes are for in- 
vestment and they're holding out for a profit. This idea was proba 
bly nurtured during the war years when it seemed as if real estate 
prices would rise forever and that all one had to do to get rich was 
buy property and hold it until he thought the inflation crest was 
here and then “unload” it. For such people we've sold home own 
ership short, Let’s tell them the real reasons for home ownership 


If you haven't planned to include year-round air conditioning in 
your new homes you may be a jump behind many realtor-builders 
Industry spokesmen say they expect 50,000 complete home units 
to be installed this year, But 50.000 is only a drop in the proverbial 
bucket . by 1958 it is expected that 50° of the new homes will 
have air conditioning 


Another misconception that can befoul our own nest is that a pre- 
war built house is better constructed than today’s new houses. It is 
fast losing prominence, but even yet we occasionally hear of a sales 
man who uses the phrase, “It’s better constructed It was built 
before the war, you know.” Let’s not permit our brokerage depart 
ment to undermine our home building department! 


Norway is over 5,200 miles from Belgium Congo, Africa. But that 
doesn’t mean a thing to the 75 families who recently purchased 75 
prefabricated homes from a Norwegian firm which was awarded 
the contract from international competition involving 157 pre 
fabricated home manufacturers. 
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FOR REAL ESTATE 


SALES 


@DENVER, COLO 
Garrett-Bromfield & 


Co 
Security Blde 


@FRESNO®, CALI 
Ream Realty 
Blackstone & Shaw 

venues 


@FORT LAUDER. 
DALE, FLA 


Jack Higginbotham, 


Realtor 
601 BE. Las Olas Blyd 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd St 


Main Street Proper- 


ties Anywhere in 
the U.S.A 


@WICHITA FALLS, 
TEX 


Ray Keith Realty 


if “oO 
P.O. Box 2195 


FOR EXPERT 


APPRAISAL SERVICE 


eCOLUMBLS,. OHIO 
William P. Zinn & 


oo 
47 North Third St 


@EAST ORANGI 
N.J 


Godfrey F. Preiser 
M.A.1.—S.R.A 
1 N. Harrison St 


@LOUISVILLE, KY 
H.S. O. Wrieht 
$02 Fairlawn Rd 


@ MINNEAPOLIS, 
MINN 


Norman L. Newhall 
M.A.I 


A 
519 Marquette Ave 


@ NASHVILLE, 
TENN 


Biscoe Griffith Co 
Since 1914 

214 Union St 

Tenn Ky Ala 


@NEWARK, N.J 


Harry J. Stevens 


A 
478 Central Ave 


@NEWARK, N.J 
Van Ness Corp 
H. W. Van Ness, 

President 
24 Commerce St 


@NEW YORK, N.Y 


Scientific Appraisal 

Corp 

7 East 42nd St 

$200,000 values and 
up only 


@PHILADELPHIA, 
PA 


Richard J. Seltzer, 
M I 


A 
1422 Chestnut St 


est. LOUIS, MO 
Ouo J. Dickmann 
M.A.I 


A 
1861 Railway Ex 
change Bide 


@ TOLEDO, OHIO 
Howard YY. Etchen 
M.A.I 


Etchen-Lutz Co 


FOR IDEAL 


STORE LOCATIONS 


@ALLENTOWN, PA 


The Jarrett 
Organization 
842 Hamilton St 
Specializing 
Fastern Penn 


@ALGUSTA, GA 
Sherman-Hemstreet 


salty Co 
801 Broad St 


@eBALTIMORE, MD 
B. Howard Richards 


Inc 
Morris Bide 


eCOLUMBUS. OHIO 
William P. Zinn & 


Co 
37 North Third St 


@KANSAS CITY 
MO 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite L111, Insur- 
ance Exch. Bide 


FOR FARMS 


AND RANCHES 


eSEW ORLEANS 
LA 


Leo Fellman & Co 
829 Union St 


@ TULSA, OKLA 


H. F. Bradburn 
1921 EF. 13th St 


@SARASOTA, FLA 


Don B. Newburn 
144 So. Pineapple 
Ave 


@SCHENECTADY 
N.Y 


R. C. Blase 
Wi9.511 State St 


@ LOLEDO, OHIO 
The Al EB. Reuben 
( 


a 
618-20 Madison Ave 


@WASHINGTON 
D.¢ 


Shannon & Luchs 


Cao 
1505 H St. N.W 


@eBRADENTON 
FLA 


Walter S. Hardin 
Realty Co 
26 years experience 
Hardin Bldg., 
402 12th St 


FOR LAND PLANNING 


@PENSACOLA, FLA 


R. D. Comstock 
1601 BE. Gonzalez St 


e@eWILMETIE, ILI 
Myron H. West 
916 Greenleaf Ave 


FOR PROPERTY 
MANAGEMENT 


eCOLUMBUS, OHIO 
William P. Zinn 


& Co 
7? North Third St 


@eDENVER, COLO 


Garrett-Brombield 
& Co 
Security Blde 


@ POPEKA. KAN 


Greenwood Agencs 
108 Bast Seventh St 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


@ALLENTOWN, PA 


The Jarrett 
Organization 
842 Hamilton St 

Specializing 
Fastern Penn.” 


eCOLUMBUS, OHIO 
William P. Zinn 


Co 
47 North Third St 


eCONNECTICUI 
AND VICINITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


@ePENGLEWOOD 
COLO 
Wilson & Wilson 
2868S. Broadway 


omy WOOD, 
CALIF 
Emerson W. Dawson 
P.O. Box 555 


@KANSAS CITY 
MO 
Moseley & Company 
Retail, Wholesale 
Industrial 
Suite 1E}1, Insur 
ance Exch. Bide 


eMEMPHIS, TENN 


F.. ©. Bailey & 
Co., Ine 
128 Monroe Avenue 


est. LOUIS, MO 
Otto J. Dickmann 
M.A 


N61 Railway 
Fachange Bide 


@eSCHENECTADY 
N.Y 
R. C.. Blase 

WI9.511 State St 


ehORONTO 
CANADA 
Shortill & Hodgkins 
Limited 
2781 Yonge St 


eWICHITA FALLS 
rex 


Ray Keith Realty 


Co 
P.O. Bow 2195 


Rates for Advertising 


In re “Consult These Specialists” 


Department: 


line ] f 
line t iu 
line le than 6 


Additional line 


‘ 


No Charge for oi 


ewe 


ue 


0) cents per issue 


and state line 





DEMAND QUALITY PLUMBING FIXTURES 





Use this heck it to ineure your Cusfointrs caticfaction 


[] Acid-resistant quality at no extra 
cost. 


[] Patented Safety Bottom bathtub, 
reducing accident hazard. 


Unnecessary dead weight elimi- 
nated from tub. 


Tiling-in flange—leak-proof seal, 
tub to wall. 


Under-tub framework —firmly posi- 
tions tub, independent of wall 
support. 


Precision brass fittings engineered 
for minimum installation cost and 
long life. 


Quick opening valves on lavatory 


fittings. 


Lavatories with tarnish-proof 
chromium plated legs and towel 
bars. 


Deeper lavatory bowls for greater 
water capacity. 





Uniform tub dimensions, insuring 
exact fit. 





Vertical front panel edges on tub, 
eliminating need for cutiing and 
fitting wall tile. 


L 
O 
L 
L 
UO 
L 
L 
C 
LJ 


Water closets with anti-syphon ball 
cock of proved quality. 


[] Twin concealed front overflows 


ONLY BRIGGS BEAUTYWARE OFFERS ALL ee 
THE IMPORTANT FEATURES LISTED IN 

THE COLUMN AT RIGHT—AS WELL AS 
MANY OTHER POWERFUL SALES FEATURES! 


Integral soap dish on lavatory. 


Quiet-flush, positive action water 
closets. 


Elongated syphon-jet closet bowl 


LJ 
O for greater hygiene. 
LJ 
OJ 


Four non-fading pastel colors at 
prices only slightly higher than 
white. 


BRIGGS MANUFACTURING COMPANY 


3001 Miller Ave., Detroit 11, Mich. 
K RI G G S Attractive contours, smart styling, 


INTERNATIONAL SHOWROOM functional design for durable 
101 Park Avenue, New York City service. 


WLUSA Insist on all these= 


they mean highest 
See our new 28-page catalog in Sweet's e P 
Architectural and Light Construction Files quali ty © 








